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Shoe Retailing Shows 


More Turn-over 
Same Mark-ups 
Less Expense 


NCE a year the records of retailing are collected 

by the National Shoe Retailers Association fol- 

lowing the outline set by Harvard business 
Bureau some years ago. The returns from merchants 
are all in—the significant results are: 

The rate of turn-over shows a slight improvement for 
1928 over 1927, but not enough to brag about. We have 
arrived at the turn-over ratio by dividing the closing in- 
ventory, which usually is of January Ist, into the outgo- 
ing cost of sales for the year. To illustrate: If the 
stock was $20,000 and the outgoing cost of sales was 
$40,000 (or $60,000 at retail), then the turn-over would 
be exactly two times. Fifty-five per cent of the store’s 
reflected increased stocks, some of them justified by the 
additional business. Others showed the result of “clean- 
ing house,” which meant not only stock reduction, but a 
corresponding reduction in gross profits. This figure 
of turn-over is not the correct way to figure. It should 
be figured by taking the average stock for the year 
instead of the closing stock. If the average stock were 
taken, probably the turn-over rate would be lower than 
that reflected by the figures below : 

Turn-over ratio, “A’’ Group: Low, 1.6; average, 1.8; 
high, 3.4. 

“B” Group: Low, 1.2; average, 1.5; high, 2.0. 

“In the matter of gross profits or mark-up for 1928, 
the average still remains at that indifferent and non- 
profitable 33 per cent, which has existed for several 
years. In the analyses which will follow we shall refer 
to “A” and “B” group, the “A” group being stores 


Slight Profit Increase 


> 


which do $50,000 or over, and the “B 
which do less than $50,000. In the matter of gross 
profit, there was not much change for 1928 as against 
1927. 
gross profit margin and 60 per cent showed a decrease. 


group those 


Forty per cent of the stores showed an increased 


The percentages which we shall quote below reflect the 
low, high and average percentage. In other words, the 
average percentage is worked out from the spot where 
most of the returns, whether from large or small stores, 
seem to center. Below is the gross profit reflection for 
the “A” and “B” group: 

Gross profit percentages: “A” Group—Low, 28; av- 
erage, 33; high, 38. 

“B” Group: Low, 29; average, 32; high, 37. 

“One of the encouraging features of the returns is 
that a very substantial number showed a reduction in 
operating cost. However, a new phase has come into 
expense handling, which has a tendency to throw the 
average expense to a higher figure than for straight 
operation cost. This tendency is the method which many 
retailers have established of putting in a_ substantial 
drawing account through the year, which is really the 
anticipation of dividends. On the return blank the item 
for this was headed “Total pay roll,” including the pro- 
prietor’s account. Perhaps we should have asked for a 
division of this item as between proprietor’s account and 
However, we must this year take the 

Will elaborate on this point in dis- 


all other pay roll. 

returns as they are. 
cussing the matter of pay roll. As the returns were sub- 
mitted, however, 30 per cent of the stores only showed 


[TURN TO PAGE 72, PLEASE | 
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he -Nan Who 


What gradual change will 
come to the feet of Mr. 
America in the next ten 
years? Com fort-civiliza- 
tion has rushed forward at j 
such a rate in the past ten 
years that the consequences 
of the new mode of living 
will affect most the adult generation of the next ten 
years. Living in congested centers, the absence of turf 
to walk upon, and a limited walking period of the day, 
all illustrate trends opposed to normal foot health. 


Instead, the vehicles of locomotion carry the civilized 


have never been re- locomotion. It is no longer possible for a man to con- 
stricted by shoes tinue on the new pace of civilization without the use 
It is not impossible to foresee a time 


N lesen feet that man from place to place, without the necessity of foot 


represent perfection in both of an automobile. 
form and utility. Weshow ahead when walking will be quite unnecessary. 
such a foot herewith. It For that reason there has developed, among the far 
thinkers, the theory that mankind must 
it. Notice how broad and well developed tna ae be taught again to walk, if for no other 
the front part of it is. The toes are evi- BQ e reason, that if civilization is to progress, A 
dently serviceable. —_ € : bodily health must be maintained and 

Modern civilized customs tend to con- é developed by the simplest of all processes of pu 
tract the feet and their functioning. The —walking. given 
feet are squeezed in all directions in the 3 Most of the things that happen to the ing oO 
smallest space for the sake of appear- body, its disorders and diseases, and its towar 
ance. People may slowly cripple them- incapacity to throw off wastes, come from some 
selves without even knowing they are lack of rhythmic exercise of walking. It | 
doing it, because the crippling process is \We have come to the time when the alive 
very slow and without pain. only man vitally interested in the subject servic 

As civilization progresses practically of walking, as such, is the shoe man, who tions 
everyone unconsciously is undergoing combines the selfish instinct of aiding neglec 
foot change. A comparison of your own his business by developing in mankind a a pro 
feet and the foot of this uncivilized greater need for footwear. One 
savage may show how far the tendency The true reminder to mankind of the is fou 
of change has advanced. Civilization need for walking is the intelligent shoe Vocat: 
does change feet, and perhaps the change merchant who is conscious of the foot attend 
is. more marked there than anywhere else A perfect normal foot— conditions of the American feet, and who betwe 
in the body. The process of ossification, nearly extinct. This is wishes, by his service, to prevent a further Wisco 


or bony hardening, is complete for the the foot print of a Patag- decline of the foot as a means of locomo- labor i 
: onian. The foot has 


time w hen the individual has attained the sont br mnie te o 
age of eighteen or twenty years. shoe 


was necessary to go to Patagonia to find 


tion, and as an instrument of exercise sixth | 
for health. which 
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View of young women students at The Milwaukee Vocational School having their feet examined and “graphed.” The ex- 

pericnced physical instructor in charge is Miss Alice Naffz, at the extreme left. Miss Naffz has already studied the 

feet of three thousand young women at this school and gives Boot and Shoe Recorder readers some of her deductions 
in the accompanying article 


Keeping Heet Flealthy 


The Retail Merchant Should Tie in with this National 
Movement Begun in Vocational Institutes 


FACTOR exerting steadily increasing influence 
on the character of shoes worn by young peopl 
is the vocational institute. The examination 
of pupils’ feet at these vocational schools, the counsel 
given toward careful selection of shoes and the teach- 
ing of correct poise and posture are all contributing 
toward more intelligent shoe buying and more whole- 
some foot consciousness. 

It behooves retail shoe merchants everywhere to be 
alive to this influence and to coordinate their public 
service and selling efforts with the examinations, instruc- 
tions and recommendations of these schools. Retailers 
neglecting the study of this movement are operating at 
a pronounced disadvantage. 

One of the most splendid illustrations of this work 
is found in Wisconsin’s metropolis where the Milwaukee 
Vocational School extends an entire city block and 1s 
attended by more than twenty thousand boys and girl 
between the ages of fourteen and eighteen years. Th 
Wisconsin laws allow boys and girls of these ages to 
labor in shops and factories but five days per week. The 
sixth day must be devdted to the study of those things 
which will better equip youth for responsibilities of later 


years. Seventy odd trades and vocations are taught 
these young people by full time instructors of practical 
experience. Incidentally shoemaking and shoe repair- 
ing are numbered with plumbing, printing, cabinet work 
and many more power courses making up the three score 
and ten subjects from which a student makes his selec- 
tion with the guidance of a capable vocational counselor. 

The methods of enrollment embrace an examination 
of the children’s feet at the time of enrollment. This 
examination includes making a graph of each child’s 
feet in addition to a detailed record of such essential data 
as the nature of work at which the child is employed, 
any inclination toward athletics, dancing, outdoor activi- 
ties and a grading for posture. The foot graph system 
in use at the Milwaukee school is the Scholl ?'edo Graph. 


HIS department at the Milwaukee school is in direct 
charge of Alice C. Naffz whose regimen of foot 
health is as thorough and efficient as her career has been 
extensive and interesting. And it is the Alice Naffz in 
the vocational educational field, who will yield a potent 
influence toward improved fitting methods in the shoe 


stores of those communities where these athletic instruc- 
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Here's a class in foot culture. These students at The Milwaukee Vocational School are strengthening their feet with the 

‘“Towel Exercise” employed to ward off incipient flat foot and other weaknesses of the feet. The student starts at the 

near edge of a towel placed flat on a smooth floor. With the muscles of the forward part of the foot the towel is grai- 

ually drawn backward under the foot until the entire towel length has been placed back of the foot. In taking the initia 
position stand pigeon-tocd 


tors are counseling young women how to be correctly 
shod that they may stand, walk, dance, work and play 
with greater freedom so supporting their bodies as to 
insure a finer general physique. 

A two years normal school course before her first 


assignment as physical director in Milwaukee’s Wash- 
ington High School merely served to show the need for 
a larger understanding of physical education which Miss 


Naffz acquired at Wisconsin “OU” specializing on the 
physiology of exercise with attention to orthopedic foot- 
wear. Thus better equipped she successively filled posi- 
tions in the West Allis High School, University of 
Washington, Seattle; State University of Arizona, 
Tucson,  Ariz.; Michigan State Normal 
Ypsilanti, Mich., and then overseas engaging in the 
post war reconstruction having charge of some sixty 
orphaned girls at Poissy, France, eighteen miles from 
Paris. On her return to this country last fall Miss 
Naffz was engaged as physical director of girls at the 
big Milwaukee vocational school in charge of Dr. R. L. 
Cooley, president for two vears of The American Voca- 


School, 


tonal Association. 


INCE last September Miss Naffz has examined the 
feet of three thousand girl students who spend five 
days of every week in gainful employment. 
From her wide experience and her findings she states : 
“There is a greatly awakened interest toward exten- 
sive foot education as a vital part of physical education 
in the leading colleges and universities. And it is inter- 
esting to note the extent to which this movement is 
extending to elementary schools. 
“Wherever careful studies of the foot are made the 





same abuses are disclosed. Shoes are fitted too short 
and are not changed as frequently as is desirable. The 


proportion of foot conditions charted in this vocational 


school teaching young people in the humbler walks oi duct 

life are almost the same as those found to exist aniong tion 

Harvard freshmen—so the remedy is quite evidently in ing 

the fitting of the shoe and the treatment of the {foot stud 

rather than the charac:er of its covering. mor 

corre 

‘* TN connection with making a detailed study of cach GR¢ 
pair of feet,” Miss Naffz continued, “We interest 

the student to put into effect a list of general foot exer- 

cises—these exercises effect the lifting and straightening 

of arches; straightening and strengthening pronated 

ankles and the development of a flexible foot. Not th: 

flexible foot is so measureably better than certain mili 

forms of weak feet with arch strain, metatorsal weakness 

or flat foot but because having produced a flexible | |zz 


dition it is then possible to reset the foot in corr 
position. 

“In making the foot flexible I bring to the atte: 
of students the inadvisability of ‘standing on street 
for example with feet ‘toeing out’ for such a position 
throws the body weight on the weakest portion and posi 
tion of the arch. Try a foot exercise yourself the | 
time you ride a crowded street car traveling ro 
Forget the straps or 


Se ne ea a 


curves and street corners. 
supports and with your feet placed ‘pigeon toed,’ 
with ankles out, maintain your position with all 
muscles of your foot, leg, thigh, hip and abdo: 
because the act of balancing produces the proper 
traction of these muscles. 

“In the matter of the actual merchandise with whi 
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our girls are so often misfitted we show them where 
frequently they are wearing the wrong kind of shoes 
to work. Too many girls are in the habit of buying 
fancy fragile shoes for say five dollars a pair, wearing 
them a month for ‘dress up’ and then afterward for 
work. Many, if not most of these shoes, do damage to 
the feet. Our problem is to make these girls feel a 
pride in possessing good feet before and after the 
temporary ownership of attractive shoes. We do this 
through teaching swimming, gymnasium, dancing and 
such games as basket ball, volley ball or anything else 
which makes for the natural functioning of the body in 
sports and the activities of daily life. 

“And in safeguarding girls against the detrimental 
effects of poor fitting we find the X-ray machine an 
invaluable aid. Not the least advantage of this machine 
is its facility so that if a girl is at all prideful of her 
feet the machine shows her what a handicap she is 
carrying and shows it without being disagreeable or 
antagonizing her. 


“Our big compensation in this phase of the work 
is furnished when girls who have been using party 
shoes for factory wear come back with sensible oxfords 
that have been correctly. fitted and exhibit these real 
shoes for the occasion with a sense of making progress 
in the matter of good dressing.” 

The following exercises are employed 
in the physical instruction classes con- 
ducted at The Milwaukee (Wis.) Voca- 
tional School for the purpose of correct- 
ing minor ailments which the feet of 
students appear to indicate will prove 
more serious if not effectually met and 
corrected. 

GROUP 1. Taken with one foot at a 


GROUP 2 





ET 


TOTS TAT 


7 er 


Pedo-graph A 


Pedo-graph A—An average foot: two contracted 

toes; the great toe turned in crowding the second 

foot and foretelling a bad bunion to come unless pre- 
ventive measures are employed 
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time, leg placed across knee while seated. 
Bend foot and toes up toward knee, then 
down as far as possible. 30 times. 
Rotate foot, toes describing a circle, begin- 
ning downward and inward, as large as 
30 times. 

Take hold of heel with hand to prevent 
movement in ankle joint, bend toes up and 
30 times. 


possible. 


down as far as possible. 
Repeat 1-3 with other foot. 

Taken while sitting, feet resting on floor, 
close together. 

Raise feet and press soles together, mov- 
ing knees but slightly. Repeat 30 times. 
With toes and heels on floor, lift inner sides 
of feet by bending ankles, outer edges of 
30 times. 

Press down against floor and then lift them 
30 times. 


feet kept on floor. 


as high as possible. 


. Turn heels away from each other as far 


as possible, toes resting on floor, and re- 

turn. 30 times. 

Stretch the right leg forward, place the 

foot flat upon the floor, and contract the 

toes as if picking up a small object. Re- 
turn the same exercise with 
the left foot, and continue 
alternating. 

GROUP 3. Taken while standing. 

1. Rise on toes and turn heels 
out. Lower heels and bring 
them together. 30 times. 

Rise on toes and turn heels 
out. Bend knees, keeping 


[TURN TO PAGE 72, PLEASE| 
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Pedo-graph B—An extreme foot: contracted toes to 
the point of inertia; great toe out of line; transverse 
arches down; pronated ankles; long arch of the foot 

completely down 











Pedo-graph B 


Pedo-graph C—The unusually good foot: slight de- 
fects of the toes; great toe starting out of line 





Pedo-graph C 
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Getting More Shoes Sold Right 


More Money—Better Shoes 


ER capita income is increasing. As long as children 

are born without shoes, and as long as civilization 
demands foot covering, and as long as fashion favors 
footwear, there will be more and more dollars available 
for an industry that encourages more people to buy more 
things. 

Americans have more money per person than any 
We make more shoes than any 


other people on earth. 
Here is the per capita in- 


three countries combined. 
come in the United States: 
Two series of figures are given. 
income received in money; the second “disbursed in- 
come”—that is, money receipts plus the value of in- 
come yielded by homes occupied by their owners and 
by household goods, the value of farm produce con- 
sumed by the producers, and minor items of similar 
nature. The first series corresponds closely to the com- 
mon conception of income, but the second is a better 


The first shows 


index of economic welfare. 


Per Capita Income in the United States 
Expressed in 1925 Dollars 


Disbursed 
Income 
$625 
663 
608 
597 
572 
623 
678 
697 
714 
727 


Income Received 
in Money 
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The shoe business is gradually developing into the 
most favorable position since the war. It is perhaps 
consuming more shoes than what are made yearly. The 
decrease of stocks in stores must be actual, if not gen- 
erally apparent, for population increases at the rate of 
over 1,500,000 people per year, and shoe production js 
not perceptibly greater today than it was five years ago. 

In other industries commodity stocks are not in line 
with current sales. Public warehouses the country over 
are filled with automobiles and bulk merchandise _pro- 
duced in this period of peak manufacture, and held for 
Over-committments in many major 
industries are noted. The industrial 
equipment, machine tools, etc., to build more goods, has 


hoped-for sales. 
extension of 


been tremendous this year. 

There is a question whether the present rate of prog- 
ress in the arts of other businesses and industries can 
be maintained. The pace will slacken presently, but if 
experience is a trustworthy guide, the shoe business is 
coming into a better day, more stable production and 
more constant distribution. 

A glance at a chart showing the production of the 
last eighteen months is a delight to an economist’s eye, 
for it shows no great peaks or valleys, but an almost 
constant monthly output. This new level of production, 
(with many businesses still carrying plants with over- 
capacity facilities) may for a time produce a period of 
no visible profits for industries as a whole, but as sure 
as economic engineering can measure it, the shoe in- 
dustry is in a better position for a better profit next Fall. 


Publicity Pays 


WwW: had occasion recently to compliment the motor 
boat industry for its ability in selling the Ameri- 
can public first, the sea, and then the floating engine 
room thereon. Now that industry gets one million dol 
lars’ worth more of free publicity in Colonel Lindbergh's 
honeymoon. Go into any motor boat sales office, and 
you will see immediately that the industry is floating on 
top of the wave in telling the public, “Lindberg was an 
amateur and yet he went right out to sea. You can do 
the same, and be perfectly safe.” 

More yachting shoes, rubber soled and tennis, will 
be sold this year than ever before. A yachting costunic 
is distinctly different from land wear. Wherever there is 
sailing water there will be clothes in keeping. Make tlic 
most of it in shoe selling. 

Also, take the tip from publicity people who know, 
that it is possible to get pretty pictures into newspapers. 
windows and booklets in selling the idea of pretty shoes 
for every use and purpose. An investment in publicity 
photographs prepares the public for the use of the goo 
A change in style in bathing suits alone has added 
millions of dollars in the Summer sale of knit goo:s. 
The beach sandal fits into the picture. 
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Ventilate Their Shoes 


HERE will be scorching hot weather between now 

and September and hundreds of your customers 
have hot, damp, aching feet. Why not make a few of 
them comfortable by ventilating their shoes at a charge 
of, say, fifty cents? 

Don't do it with new shoes. 
has worn them awhile, “so as to set them to the foot.” 
That is to say, that is your reason to the customer. If 
it is a good one; but to you, a more important reason 
is that if you proceeded to perforate a pair for a cus- 
tomer and then he changed his mind, you would have 
the shoes back on your hands and might have trouble 
in persuading another wearer of exactly that size to 


Wait until the customer 


take them. 

Ventilate THE CUSTOMER’S shoes, not YOUR 
shoes. All that is necessary is to slip in an old last for 
backing, then with a No. 1 harness punch put three 
sniall holes into the upper, just above the shank on the 
inner side; also if a shoe has a perforated tip, sink three 
of the perforations right on through the upper, lining 
and all. It is perfectly simple and your workman can 
finish the job in five minutes. 

If there are no perforations in the tip then put a 
hole at either side close to the sole. If the linings show, 
ink or blacken them slightly and they will quit showing. 

We believe it would not be difficult to put a little 


more finish on the job by 
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chanJising. Don't let the shoe trade in “.merica get 
into the European habit of selling men shov- tor year- 
around utility. The average European buys s!iwes only 
when necessary. The average American Iiys shoes 
when he feels a dress-up urge, as well as tor necessity. 

The American idea of buying shoes for uti:ty alone 
is gone, for heavy work shoes are practicai'v out of the 
picture. The continued demand for black shoes has 
shortened up the sale of shoes to men generally. The 
first tans of the season are moving. Straw hats helped 
to bring them into the average man’s buying conscious- 
ness. 

Now the next step is to develop sport shoes to go with 
sport clothes. We will see more white flannels and 
summer clothes for men than ever before. We are 
going to see an increase of men going to sea in little 
boats. The golf habit has also helped. We are also 
seeing in every direction a change of clothes for mid- 
summer wear. 

But the real feature of pushing sport shoes in mid- 
summer is revealed by A. B. Young of Los Angeles, 
who says: . “My big idea is to get everybody wearing 
sport shoes this summer, for it not only makes busi- 
ness then but later it is the making of new shoe busi- 
ness for fall, when men change to blacks and tans 
again.” 

There’s the secret of pushing the sport shoe business. 
It makes not only the first sale but insures the second. 

* 





a simple device for putting 
in a small eyelet. That is 
a matter of taste. The 
tiny holes do not show 
upon casual inspection— 
and it would make no dif- 
ference if they did show. 

Some day all customers 
will DEMAND that their 
shoes be_ venti- 
lated—not their WIN- 
TIER shoes for walking in 
snow and slush, but for 
thir HOT WEATHER 
shoes, which do not touch 
water once in 50 miles of 


summer 


policies.” 
* 


travel. 


Second Sale 
Assured 


HERE is more to this 
sport shoe business 
than just an extra pair of 
shoes sold. What the 
men’s trade needs more 
than anything else is a 


shoe business. 





The Thought of the Week 


As Fraser M. Moffat said in his speech 
before the Tanners’ Council this week, “If 
you divide the oil produced in the southwest 
into the amount which has been received for 
it, you may be unable to find a margin to 
cover the cost of production, and yet there 
are oil companies which make money and 
pay substantial dividends, but not all. 

“In the leather industry, the record of 
years has shown like results. 
increasingly plain that the rewards are to 
intelligent effort and sound economic 


The same thought is applicable to both the 
manufacturer and retailer of shoes. We divide 
the shoes produced by the amount of money 
obtained. The margin would not cover all the 
costs of production and distribution. 

In this issue the lead story indicates that 
60% of the shoe merchants of America made 
a little more profit in 1928, while 40% were in 
the red. Profit is not without honor in the 


Srerte : ( && 


That buyer, who had a 
little too much 
room 
and while. under the in- 


fluence bought too many 


sample 


“entertainment,” 


shoes, reminds us of an- 
other chap. This one was 
going home from a party 
where local Scotch flowed- 
very freely. Suddenly he 
leaped from his taxicab, 
ran across a sidewalk, and 
jumped through a plate 
glass window. As _ they 
were taking him to the 
- hospital the ambulance 
asked him: 


It is becoming 


surgeon 
“Whatever possessed you 
to do a crazy stunt like 
that?’ The stunter re- 
plied: “Well, at the time 
it seemed to be a splendid 
idea”, 


Too many of us have 
“splendid ideas,” snap 
judgments, quick im- 
pulses, all the result of the 
lack of proper reflection 


_——— 
or 
President. 
and true perspective. 








new strategy in  mer- 
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Southern Texas 
Becomes eA postle 


of Modernism 


ACew Krupp &° Tuffly Store in Houston 


Tine Example of 20th C entury 
ecArt Treatment 


OST of the 20,000 and more South Texans 
M who visited the new Krupp & Tuffly store in 

Houston at.its recent opening were given their 
first view of a retail establishment decorated in the 
modernistic manner. Since then the flood of visitors, 
who come to marvel and remain to buy, has been testi- 
mony to the rightness of this venture into new fields 
on the part of this old firm, which has been in continu- 
ous existence on Houston’s Main Street for more than 
forty-six years. The new four story building and its 
fittings is the result of four years of planning and dream- 
ing on the part of “Lou” Tuffly, vice-president and 
general manager of the firm. 

The new building is four blocks from the store’s old 
site. The basement is used as window display and 
storage rooms, and the advertising department office. 
One half of the Main Street frontage is taken on the 
first floor for the men’s shoe department and the newly 
created Men’s Wear Shop, handling shirts, hosiery, 
neckwear, underwear, and many other things for men. 
This department occupies twenty-five lineal feet of space, 
with three steps of illuminated displays allowing the 
showing of much merchandise to customers going into 
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Note the unusual modernistic facade treatment 
of the new four story Krupp & Tuffly building, 
particularly the glass and ornamental iron 
marquee around the street sides. The ‘store 
occupies three stores and the basement. Excep- 
tionally large display windows are provided 


the men’s shoe department or to the elevator entrances 
Thomas C. Foley is in charge of this new department 
and unusually good business has resulted since the open 
ing day. 

The men’s shoe department is compactly arranged in 
somewhat of a club room style, with subdued colors in 
the fixtures. This department is in charge of T. M 
Scoggins, who is assisted by J. O. Zilker. 


HE entire second floor is devoted to women’s foot- 

wear accessories. Four lines of accessories have 
been added to the store’s service, after several years of 
experimenting with lines related to shoes. These new 
departments feature lingerie, bags, costume jewelry, and 
perfumes. The women’s hosiery section is greatly en- 
larged in the new store also. Mrs. Eva Schuetze is 


buyer for these departments. 


A peep into the Krupp & Tuffly juvenile de- 

partment, with the Mother Goose characters 

adorning the shelves, shadow boxes for dis- 

play, and the elephant fitting stools for the 

young folk. All woodwork is in cafe au lait 
enamel 
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At the top is the lobby and 
a distant view of the men’s 
shoe department. Walls 
and ceilings are of orna- 
mental plaster finished in 
gold and 
modern colors. Light and 
dark oak paneling give 


silver, strong 
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this floor strength and 
character in keeping with 
the The 


floors Terrazzo 


men’s trade. 
are of 


dull 


colorings. The seats in the 


marble in modern 
men’s shoe section are up- 
holstered in black 
fabrikoid 


and 


silver 


Modern art technique, yet carried out in a practical manner, features the women’s shoe section 


at the left. 


ings with silvered grillwork interspersed in the panel treatment. 


Oriental walnut with natural color maple inlays. 


Ceiling is of ornamental plaster in modern colorings. 


Henna and gold wall cover- 
Woodwork of American and 


Shelving of semi-concealed bin type. Frosted 


lighting fixtures. Columns have illuminated displays on two sides and check desks and tele- 
t 


phones on other two. 


type chairs upholstered in silk in same colorings. 
tures of black wood and silver. . Silver leaf ceiling relieved by pastel colorings. 
sand blasted lighting fixtures and rugs of huge blocks of purple, green and black. 


Rug of beige, green and gold in modern diamond design and occasional 


The misses’ department at the right, with fix- 
Frosted, 


Chairs and 


settees of black wood upholstered in black, green and henna fabrics 


The women’s shoe department is greatly enlarged in 
size, and has been enjoying an unusually fine business 
since the opening of the store, in spite of very unfavor- 
able weather. Mr. Tuffly is buyer for this department, 
being assisted by J. Harry Scoggins. 

The general offices of the firm are located in a con- 
necting room in the adjoining Electric building. A. F. 
Kuhleman, treasurer of the firm, is in charge of audit- 
ing, credits, and statistical work. 

All of the third floor space is occupied by the store, 
being devoted to two selling departments: The chil- 
dren’s shoe section and the department for Modern 
Misses’ shoes. Both of these departments have received 


much attention from youngsters and parents, indicating 
that the giving of that much space to such departments 
is well justified. Claude W. Busby is buyer for these 
departments, with R. A. O’Neall as his assistant. 

A large stock room occupies the south portion of the 
third floor, with another stock room in the Electric build- 
ing adjoining. 

Two large and well equipped rest and recreation 
rooms are provided for women and men employees on 
the third floor. The family spirit permeates the entire 
organization, and through thoughtfulness of this kind 
the Krupp & Tuffly store has minimized personal dif- 


ficulties. 
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Sales 


By W. A. ConNELL 


HE public’s a sophisticated lot. They’ve seen 
it all, and heard it all. The merchant years ago 
laid his cards on the table and they know he’s 


They know just about what they may expect 
They have even cataloged the stores. 


honest. 
for their money. 
They are ’way ahead of one all the time. 

Efficiency! Marketing miracles! Tut, tut. The old 
order changeth. Nowadays ‘they are not going to be 
told patronizingly why your shoes are better than some- 
one else’s. It’s Psychology that gets them. They are 
ready to spend, but they demand that the one who sells 
them have the brains to do it. 

So when your public has proved fickle and neglected 
to gobble up to the last pair some of the snappiest sellers 
of a month or two ago, don’t show signs of weakening. 
Give them something to think about, and they’ll like you 
for it, afid buy. 

Take a $10 shoe and mark it down to $5, and watch 
them question the honesty of the regular price. Take 
one pair of shoes at the regular price and add another 
“sale shoe” to it for a companion at lc., and you’ve got 
something that thrills them. A merchant who has a 
good bump of psychology goes right through the year 
without any clearances because he gives away one pair 
of shoes that he would ordinarily clear out in a slashing 
sale free to the person who buys two regular pairs 
instead of one. Think of going into a store, and just 
because you bought a second pair of shoes that you really 
needed, and then got a third pair free. Wouldn’t the 
generosity of that store stick in your memory? Wouldn't 


June 22, 1929 











DSSPISSSSSSsss 





The New Dollar 














“They re making 
me smaller in si3e 
atthe Treasury.” 


yi 


SALE DAYS AT 
Blank’s Shoe Store 


STREET TOWN 
































Using the shape and size of the smaller sized bills, 
soon to be issued, as an illustration of your sales values 


that merchant get your regular business? He certainly 


would. Every human responds in kind to generosit) 


The “Page” Idea 


The idea of using boy “pages” to announce a sale is 
worth trying. Select the names of ten, fifteen or twenty- 
five boys and write to their parents asking them if they 
would consent to having their youngsters serve as pages 
for about an hour or two on the day before you plan 
to open your sale. The plan would be to pay the boys 
twenty-five cents or a half a dollar, according to the 
standards of the town one is located in, and to supp!) 
the youngsters with caps and a ribbon to be worn across 
their breast from the shoulder on one side down across 
the waist at the other. On the hat, which would be a 
cheap canvas one with a visor, easily procured from 
advertising specialty houses with the wording SPECIA!. 
lettered on it. On the ribbon would appear the nanx 
of the store. The youngsters would be supplied with 
cards reading, “You are being ‘paged’ by Johnny Dox 
and wanted tomorrow morning at (name of store here ) 
to participate in the Biggest Shoe Savings of the Year 
Bring this card with you for extra discount on sa 
prices.” It would be their job to pass out these cari! 
during a short period. When a person presented ; 
card during the sale with the name of a boy on it tlie 
card would be kept and a commission given to the boy 
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Street Address 











Write to a dozen or more of your women customers 
and persuade them to lect their young sons act as 
pages at your sale 


whose name appeared on the card. This entire plan 
would be put forth in the letter to the parents. A time 
would be arranged when the boy could come to the 
store to receive instructions as to his part in the sale. 

And here you have psychology working again. 

In the first place you would get the business of the 
parents of the boys and then all their friends who wouuld 
want to make each boy whom they knew lead the list 
in the number of cards turned in. In a small town this 
would work out well. 

During the day the number of cards turned in could 
be posted against each boy’s name and at the end of the 
sale a prize might be given to the boy who was fortu- 
nate enough to have the most cards turned in. 

For a window display you might have the photos of 
the boys with the window card—“One of These Boys Is 
‘Paging’ You—-You Are Wanted at This Store.” 

There are many little sidelights to be worked into a 
plan of this kind. The skeleton of it is here, and one 
may build up on it and put the breath of life into it with 
one’s own enthusiasm. 


The “New” Money Idea 


New money is now being made and will be in circu- 
lation some time during the year. Few people, com- 
paratively, know of this, and a piece of Clearance Sale 


Ideas for Summer Sales 


FIRST-TO-FOURTH SALE .............. July 
SANDAL-TIME SALE ................... July 
SUNNY-TANS SALE .............000005. July 
NEW-DOLLAR SALE 


HITCH-AND-HIKE SALE 
SUMMER-WHITE SALE 
CLEAR-THE-DECKS SALE 
MEN’S-SPECIAL SALE 
HAPPY-FEET SALE 








advertising built around this idea is sure to get attention 
because of its newness and novelty. 

Show the size of the new bills, the size of the old 
bills.now in circulation, and then show a still larger size 
which will represent the power of the small dollar at 
one’s store during the sale. In the newspapers use the 
idea shown in Fig. C, and in the direct mail work tying 
up with the newspaper use the same idea on one side of 
an 8% x 11 sheet and use the back of the sheet for 
a showing of the styles that will be on sale, or a listing 
of them. 

For copy on this one might use the following: “They 
are making dollars smaller in the Treasury, but during 
this week of —— —— we are MAKING THEM 
BIGGER! Now is your chance to get an extra pair of 
shoes that your feet sorely need for frequent changes 
of footwear. Read down this list of opportunities. You 
can afford to have several pairs of shoes at these savings. 

“If you think the whole world, including Uncle Sam, 
is working to cut down the size and power of your dol- 
lar, YOU’LL CHANGE YOUR MIND WHEN YOU 
SEE THESE SHOES ON SALE.” 

Never have a clearance sale without building it around 
an idea. Don't throw away legitimate profits without 
getting some valuable publicity. A sale seems too often 
as though one were trying to get rid of goods that are 
in themselves worthless and it tends to break down stand- 
ards of value. Make folk think that your sale is just 
one of those opportunities that arise in which they can 
participate in a new idea. It may not be efficiency bu: 
it’s good psychology, and if you'll study selling today 
you'll get some practical lessons in this latter art o} 
playing on the emotions and stimulating the imagina- 
tion. Make the shoes sold in a sale extra pairs instead 
of regular pairs that will rob you of your regular busi- 
ness. A sale built around the idea, “Shoes You Don’t 
Have to Be Careful Of—They Cost So Little,” will 
catry the idea that the shoes bought at a sale can be 
used economically for knockabout shoes rather than to 
use old shoes that are broken down and which do the 


feet injury. More psychology. 
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by HARRY R. TERHUNE, Frew €pitoR, PB 


Selling the Bride More 
Than Bridal Slippers 


ASADENA, CAL.—Some of you 
fellows have been passing up some 
good June bride business. Listen! 
From time immemorial, it has been the 
custom on occasions such as this to al- 
low the shoe trouseau to be selected 
where it may. It remained for C. M. 
Heckman of this fair city, to sell the 
brides of his community the idea that 
a complete assortment of suitable house 
shoes was an important part of their 
wardrobe. So—June ranks about as 
high as December in the sales of fine 
boudoir and house slippers in the Heck- 
man store. Strong window displays and 
straight newspaper copy gets the mes- 
sage across properly. Heckman has yet 
to develop a strong enough line of at- 
tack to wake the grooms up to the point 
where they will buy new slippers for 
this occasion. The best he can do is to 
preach slippers for home use to the 
older staid married men. ‘This is be- 
ing done with wonderful results. As 4 
consequence of the continual showing 
of slippers, and putting a slight amount 
of pressure behind them, June and July 
are the two banner months. 
Another interesting angle to the shoe 
business, revealed in this good family 
shoe store, has to do with the children’s 
business. For years children have been 
given souvenirs of some kind. All kinds 
of toys and playthings have been dis- 
tributed, but lately it has been found 
advisable to concentrate on balloons, for 
this reason—the life of a balloon is not 
long. If the child is given one. he wants 
another one the next week or the next 
month, but not so with kites, marbles, 
pencil boxes, etc. At any children’s 
Sunday school or lodge picnic, balloons 


are always plentifully supplied by the 
Heckmans. This has come to be an 
accepted fact in town, so those in charge 
of picnics go to the store and ask for 
the balloons, often offering to pay for 
them, too. 





A Brand New Pub- 
licity Stunt 


San Bernardino, Cal.— All of 
the members of the San Bernar- 
dino High School graduating class 
know of the Campton Shoe Store. 
As this is being written, every 
one of them is closely watching the 
store’s windows. In one window is 
a big clock that was wound up by 
the president of the graduating 
class. On the dial of the clock 
are 273 names, which represents 
the entire class. By the time this 
is being read, the eight-day clock 
will have stopped, with the hour 
hand pointing to some boy’s name 
and the minute hand to some 
girl’s name. Each one will have 
received a pair of new shoes, their 
choice of any in the house. As 
there is nothing to buy, authori- 
ties have ruled that this idea is 
not tinged with chance and may 
be advertised in newspapers and 
through the mails. 
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X-Ray Publicity 


ONG BEACH, CAL.—The Long 

Beach Bootery makes good use of 
its X-Ray machine and gets consider- 
able free publicity through allowing 
regular doctors and podiatrists to use it 
in diagnosing their patients’ foot ills. 
A great many school children are sent 
or brought in by the doctors for the 
purpose of checking up foot conditions. 


Making Customers Decide 
for Themselves 


OS ANGELES, CAL.—No n 

can come into a Hamilton Shoe 
Store and by saying, “You fitted m: 
wrong,” get any kind of an adju 
ment. The policy of the house as dic 
tated by the Senior Hamilton is to tell 
the trade, “If you are a boy under 
twenty-one, we will be your guardian 
and select your shoes for you. An) 
man old enough to vote, knows that 
is making a purchase, so should know 
what he is buying.” Amplifying this 
Mr. Hamilton continued, “We will 
never sell a man a pair of shoes. || 
hardest job we have to do is to train 
our salespeople to serve, not sell. ( 
salesmen will be a wonderful help t 
any man in making his selection, lu 
the many buying makes his own « 
cision. For a long period of years 
have been training our customers to «le 
cide for themselves, and that is one 
the basic reasons for our 
growth.” 


steaily 
* * * 


Exploiting Big Sizes 
OS ANGELES, CAL.—Every o: 
in a while, Paul Jesberg shoots a 

window full of shoes suitable for r 
he men, that is, sizes from 12 to 14 
the AAA to EE widths. A sign say 
“Shoes for Big Men,” for a center pice: 
and small tickets on each shoe giving 
size, create a number of sales from 
big footed gentry. The man who we 
a 121% AAA is usually told the st 
does not carry his fitting, but in ti! 
store he may have a choice of hal! 
dozen pairs. 
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Different Prices for Differ- 
ent Months 


ANGELES, CAL.—By graph- 
ing his sales year by year, V. A. 
Metzger of the LaMode shoe store has 
found that from March 15 to April 15 
is his best selling season, both from a 
yolume and a price point of view. June, 
however, is the deepest valley. While 
his average price per pair for a year is 
$19.57, the sales during the March and 
April period will run considerably 
higher. With this knowledge before 
him, Metzger plans to feature his best 
shoes during the spring period, and 
each month reduce the advertised price 
of his shoes. His reason for doing this 
is based on the assumption that there is 
not so much price competition in the 
late spring as there is in the early sum- 
mer. To clarify the foregoing state- 
ment, the price of the shoes is not 
reduced month by month, the price re- 
mains the same. It is the different 
grades that are featured, so that June 
will see the $16.50 to $18.50 shoes be- 
ing played up in contrast to April, when 
the $25 and better occupy the spotlight. 


Eliminates W earing Com- 
plaints on Woven Sandals 


OMONA, CAL.—‘‘We do not have 

a bit of trouble with the wear oi 
the woven sandals, even though we are 
selling three times as many as last 
year,” said S. C. Richards of the 
Orange Belt Department Store. “This 
is not due to the fact that these sandals 
are being made any better than usual,” 
he explained, “‘but because every pair 
that goes out, goes out with the dis- 
tinct understanding that there is no 
guarantee in wear, fit or anything.” 


Score 2 to 1 for Thinly 
Trimmed Windows 


AN BERNARDINO, CAL.—The 
argument of whether it is best to 
put plenty of shoes in a window or just 
trim rather thinly was settled in Farris 


& Joyce’s shoe store through the 
simple means of trimming the window 
both ways, then checking the calls. For 
two weeks each window was filled with 
about 50 pairs of shoes, then the next 
two weeks only about 28 pair were used. 
An accurate check was kept which 
showed the calls arising from each type 
of window dress. As you may guess 
the 28 pair window sold twice as man: 
shoes as the full window. 





Prt ry 


Quickly Made—Quickly 
Gone . 


Hollywood, Cal.—Elwood Ham- 
ilton told me this by the way of 
illustrating how fast things move 
in this gilded city. One recent 
Thursday a wardrobe chief dashed 
into the Hamilton store wanting 
24 pairs of men’s patent leather 
riding boots. He wanted them by 
the next day, also. Hamilton 
couldn’t locate a pair anywhere on 
the Coast, but he did know of a 
fellow who might make the boots. 
The boots were ordered Thursday, 
delivered Saturday and worn out 
Monday. Not a nail or thread 
was used in the making; they 
were just cut and cemented to- 
gether. One’s day’s wearing and 
they were done for. However, 
with movie sets costing $3,000 a 
day to operate, the price of the 
boots was trivial in comparison 
to what it would cost to hold up 
the production. 





Making “Movie Stars” of 
Kiddies 
ONG BEACH, CAL.—The chil- 
dren’s section in the Weir Shoe 
Store is in the back. A raised plat- 
form there called the “Stage” has 
proved very successful not only from 
the fact that it is easier to fit the chil- 
dren, but the little by-play of telling the 
kids that they are movie stars now, so 
must be fitted right helps win their 
confidence. This line of talk has a great 
quieting influence, says E. A. Nichol- 
son. It is the policy here to give the 
children the same good attention that is 
accorded the grown ups, consequently 
a fine trade is enjoyed that embraces 
all members of the family. 
* * * 


A Window Border Made 
of Golf Balls 
. ee big ee vy 
SPORT 
SHOE 





HE sketch above shows the floor 

plan of an island show case in the 
I-merson shoe store, at Otis and Sum- 
mer Streets, Boston. In this window 
recently an unusual trim was placed. 
The floor was covered with artificial 
grass and golf balls formed a border 
around the outside edges of the 
window. In the sketch, single golf 
balls are shown as solid dots. The 
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larger dots represent pyramids of golf 
balls—three balls forming the base of 
the pyramid with one ball on top. A 
wide range of golf and sport shoes for 
men was the excuse for the trim, the 
effectiveness of which depended as 
much on the contrast between the green 
of the grass and the white balls, as on 
the shoes themselves. 


* * * 


Personal Notes Bring 
Them In 


AN DIEGO, CAL.—A little in- 

formal note written in longhand 
by one of the girls in.the office, on 
good stationery, to a small list of cus- 
tomers, is one of the good ways Russell 
E. Williams has of keeping in personal 
touch with his trade. Most every day 
sees some reason for writing several 
of these notes to good friends of the 
house. There is nothing stereotyped 
in the wording, just a “thought you 
would like to know that we have——” 
sort of a message, personal and 


spontaneous. 
* * * 


Believes in Substanttal 


Profits 


OS ANGELES, CAL.—Said W. 
W. Killen, who has a shoe store out 
on South Vermont Street, “That’s a 
lot of bunk, advising the little fellows 
to sell closely and build up a big trade. 
Through this big volume that he gets 
he is supposed to make his fortune. 
People do not give a shoe man any 
credit for selling too closely. The best 
way to build up a good substantial busi- 
is to get a good substantial profit and 
make the business grow through extra 
good service and extra good merchan- 
dise. It almost broke me at first whe» 
I tried that ‘selling closely’ idea.” 
* * * 
Fixing Operating Expense 
OS ANGELES, CAL. — A new 
thought for operators of popular 
priced branch shoe stores, from the 
Karl Shoe Stores, who have thirty-three 
shoe stores in Southern California. The 
management decides on what is a fair 
selling per cent of expense for the store 
to have. This amount is paid each 
week in a lump sum to the manager. 
Then it is up to the manager to pay 
his assistants which he hires, and who 
are responsible to him, out of that sum. 
Mr. Karl feels that this makes a proper 
incentive for hard work. Selling costs 
are kept down to a definite figure and 
all lost sales are practically eliminated, 
for with the manager on a certain fixed 
selling commission, he is going to do 
his best to sell every customer that 
comes in. 
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Should Cut-P rice Sales 
Be Abolished: 


Here’s a Man Who Says that Most of the Shoe Store’s 
Profits are Needlessly Sacrificed . 


June 22, 1929 


By R. L. PRATHER 


? 


66 DON’T approve of sales, but, what can I do: 

| If I don’t have sales my competitors will run me 
I simply have to have sales.” Thus 
Brother, there are stores 


ragged. 
speaks the average merchant. 
that never have had a sale. They are prospering right 
in the midst of the stiffest kind of competition. They 
run their own business and let competition go hang. 
They have the courage to stand pat against sales no 
matter how much the pressure. 

A shoe man in a small town writes to say that he is 
forced into having two sales a year on his men’s line. 
He handles a line of advertised shoes that are also sold 
in company stores in a big city 30 miles away. Those 
stores put on sales twice a year at which prices are 
greatly reduced. At first the small town merchant re- 
sisted and refused to put on a sale that would hurt his 
profits. His men trade went to the city and bought 
shoes at the company stores. 
He had to submit, he says. 
“What would you advise?” 
he asks. Why, only this: 
Get another line of men’s 
shoes that will protect your 
rights. The sales situation 
is bad enough without having 
a manufacturer add to the 
mess. 

Let’s quit saying that we 
have to do things that are 
harmful, wasteful,  profit- 
destroying. This is the 
United States and we live 
under no compulsion other 
than the observance of law. 
We don’t have to do any- 
thing unless we are spineless. 
The voice of the people is the 
law. 

Some years ago, in some 


Get rid of this pesky sales tradition, says the 
author. 


of the Southern States, there was a practice of giving 
“lagnaippe” with purchases. You might know it better 
by the term “throwing in something extra.” Butchers 
gave a small piece of wiener sausage with a dime’s 
worth of dog meat. Grocers gave a bit of candy, 
Clothing stores “threw in” a pair of suspenders, a tie, 
or a pair of sox with a suit. Shoe stores gave laces or 
polish. The merchants got together and abolished the 
whole foolish business. Fine and brave action and it has 
put a lot of extra profits into their pockets. 

When a man says that a thing cannot be abolished, 
he is conversing through his Stetson. Anything can be 
abolished. The more evil it is the easier it is to abolish. 
The plain facts are that sales have become a habit of 
mind. Shoe men cling too fast to tradition. “We have 
always done it that way,” or ““We have never done it that 
way.” That statement contains the essence of deca- 
dence. It is opposition to 
change in the nth degree. 
Progress is hampered by it. 
Profits are thrown away be- 
cause of it. 

It’s easy to say that a thing 
cannot be done. That is the 
lazy-minded way of shirking 
something that should be 
done. Fortunately, we have 
in Amerita a lot of men who 
do not know that a thing 
cannot be done. What a 
pitiful thing it is to hear a 
merchant say that his compe- 
tition compels him to do a 
thing that is hurtful to his 
business. Not only is it hurt- 
ful to himself but it injures 
the trade in general. Is it 
good merchandising to per- 
mit some little hole-in-the- 

[TURN TO PAGE 71, PLEASF| 
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lilinois Receptive to Regional Plan 


(Committee Named to Confer With Merchants in Indiana, 
Michigan and Southern Wisconsin 


RANK P. MEYER, President, and William J. 

Crawford, Secretary-Treasurer of the Illinois 

Shoe Retailers Association, with James H. Stone, 
Manager of The National Shoe Retailers, were this week 
appointed a committee to confer with the Shoe Retailers 
of Indiana, Michigan and Southern Wisconsin in an 
effort to establish a Regional Association in line with the 
efforts of the N. S. R. A., to have the sectional associa- 
tions of retail shoemen operate in the form of nine 
regional bodies. This important action was taken at 
the sixteenth annual convention of the Illinois Shoe Re- 
tailers Association held Monday and Tuesday at Hotel 
Abraham Lincoln, Springfield, III. 

Close to fifty lines of manufacturers’ samples were 
spread in the hotel rooms by the salesmen traveling 
Illinois and who manifested more enthusiasm in the 
convention than the retailers of the State, as pointed out 
in an address delivered by Otto L. Triebel, hard work- 
ing chairman of the entertainment committee. The at- 
tendance of travelers so far outnumbered that of mer- 
chants as to render the directors of the association re- 
ceptive to the regional plan. 

Reub Metz, Chicago’s live exponent of men’s shoes, 
told the downstate retailers that “it’s but a matter of two 
or three years before every remaining factory really 
in the men’s business must conduct a real stock depart- 
ment.”” He advocated restricting lines and stated he 
had cut his buying from fifteen lines, formerly, to three 
at present, and then went on to encourage merchants 
to operate in fewer price ranges. “Forget about tans,” 
said Mr. Metz, “and talk browns. The idea of tans 
prompts too many men to think of the old yellows, so 


push brown from now on.” 


ATIONAL President Geuting telegraphed a virile 

urge that the Illinois shoe men maintain their inde- 
pendence through organization. effort. “Contact with 
successful merchants,” Mr. Geuting stated, “throughout 
the country and secure a knowledge of how your business 
can be maintained on an independent and profitable basis. 
This, plus initiative and constant industry, will main- 
tain independent retailers in a strong position to meet all 
competition. Abandon price competition, and substitut: 
service competition. Make your service supreme, for no 
longer do we regard the intrinsic value of a shoe as the 
only basis in merit. American people demand accuracy 
of fit sizes in stock, authorized style, insurance, the 
privilege of charge account, dependable delivery and re- 
liable goodwill background. 





All Officers Reelected at Hlinois Convention 
Here is the official roster of the Illinois Shoe 
Retailers Association, unanimously reelected to 
office at the annual convention in Springfield this 
weer, 
President—Frank P. Meyer, Danville. 
lst Vice-President—John Rodgers, Bloomington. 
2nd Vice-President—Rudolph Huber, Peoria. 
Secretary-Treasurer—W m. J. Crawford, Peoria. 
Directors elected were Richard Schwenegels, 
Riley Schulte and Albert Bowman. 











Albert H. Rankin, a Springfield banker, was the prin- 
cipal speaker at the opening convention session, choos- 
ing as his subject “The Banker’s Viewpoint,” and coun- 
seled prudence, power, pep, perseverance and tact. 

Manager Stone of the National body addressed both 
sessions of the Springfield convention and participated 
actively in the round table discussions. “The indepen 
dent retailer will always be with us,” he promised, “to 
the extent of making him an important factor.” 

E. P. Bourquin, of Peoria, told the convention that 
too many shoe men are prone to magnify their fears 
and mistakes. He urged a 40 per cent markup and 
his attitude was commended by a number of other 
speakers. He related his successful experience with 
salespeople in cleaning out remaining pairs by placing 
P. Ms. of a quarter on the last six, fifty cents on the 
last three and a dollar on the last single pair of any 


number being closed out. 


ICE-PRESIDENT John Rodgers of Bloomington, 

talked on “Successful Shoe Stores of Tomorrow” 
and interpreted them as stores where, through fair deal- 
ing and service, the. shoe merchant will be enabled to 
make a yearly profit. He favored better grade merchan- 
dise where quality and service can be employed to clinch 
customers to the store. 

Secretary Crawford related the before and after con- 
ditions of a mythical merchant who made mistakes and 
corrected them by carefully analyzed surveys and 
modern methods of buying, pricing, stock keeping and 
selling. 

The round table discussion on Tuesday brought out 
a lot of practical methods on advertising, window dis- 
plays, direct mail appeal, and progressive selling, as well 
as the need for restricting cut price sales periods. 
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Fifth Reason Why You Should 
Come EARLY to 


Boston 
Golf Tournament 


Monday, July Sth 























The Boston Shoe and Leather Fair Golf 
Tournament will be held this year on 
Monday, July 8th, at Woodland Country 
Club, one of the most beautiful jolf 
courses in Greater Boston, a champion- 
ship course. 


Play polf all afternoon, then enjoy a real 
New Enjland dinner with plenty of music 
and good entertainment. 


Boston Shoe & Leather Fair 
Charles T. Heald, Pres. 


For Hotel reservations and general information 
write to Thomas F. Anderson, Secretary, 166 
Essex Street, Boston, Mass. 


More than 100 handsome prizes awaiting you 


June 22, 1929 
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Koh-i-noor Jewel Clasp Koh-i-noor Jewel Buckle 


~—6§ Ouiek as a Wink? 


© (Clamoring most for perfection on footwear is 
the fastening. 


























The winners in beauty, comfort, and speed, 
Koh-i-noor Jewel Clasps and Snap Buckles are 
a selling feature of immediate appeal. 











Adjustment —- 
Idom neces- 
a See The unfailing instant performance of Koh-i- 


th nippers as 


istrated. noor fastenings has won the preference of to- 
day’s fashionable woman insistent on refine- 
ment, comfort, and speed. 





Since their introduction they have an unbroken 
record of increasing sales. 


To attach new 


ball part, push FREE 


pin through tab 
from inside, 
on a Should you need some extra Balls and Pins 


pin point and 
es © to adjust or replace Koh-i-noor fastenings 

on the sandals or other footwear you are 
now selling—fill out the coupon for a 


FREE supply. 























Waldes Koh-i-noor. Ine. 


W orld’s Largest Snap Fastener Manufacturers 
LONG ISLAND CITY, N. Y. 


To adjust the 
buckle, simply loosen 


strap and move to ° . 
nts aeiiies, The Exclusive Licensee: 


twin lock grips 
nee appl O The Riker Company 
Main Office and Factory Sales Office 


480 Washington Street 358 Fifth Avenue 
Newark, N. J. New York City 














COUPON 
PLEASE CUT OUT AND MAIL! 
WALDES KOH-I-NOOR, INC. 
World’s Largest Snap Fastener Manufacturers, 
Long Island City, N. Y. 


Please send me free of charge 2 dozen Balls iy ane 


to adjust Koh-i-noor Jewel Snap Buckles. 








The Riker Koh-i- 
noor Jewel Clasp is 
ornament and fasten- 
r in one. The orna- 
mental part is in- 
serted into and fits 
anv buttonhole. The 
hall and. pin takes 
the place of the 
button. 

















Ae me 
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BUY 


IN 


: HARMONY 
(center buckle) $5.00 
Carried in the following combinations: 
Black and White; All White; Beige 
and Brown; in 15/8 Baby Spanish and 
19/8 Spanish Heels. 


144 Duane St. 
New York 


LIDO (oxford) $5.25 

Carried in the following combinations: 
Red and White; Green and White; 
Beige and White; in 14/8 Cuban Heels. 


M. J. SAKS SHOE CORP. 


“IF IT’S NEW—SAKS HAS IT” 


iy c 


ll tll 






















As Hot As The Weather! 
$2.25 


2% Rescount 10 Days 

t 30 Days 

5% cathe 
In 36 pair 
Case Lots 


Patent with Kaffee Kid Trim 
No. 1900— 


Blue Kid ia Corded Oxford 
20/8 Spike Heel No. 833— 


21/8 Spike Heel 


No. 190I—14/8 Baby Spike Heel No. 834—14/8 Baby ‘Spike Heel 
No. 1902—13/8 Cuban Heel Same in Teen ae, ‘on Corded 


ee 
ALL THESE NUMBERS IN STOCK No. 832—14/8 Baby Spike Heel 
FOR IMMEDIATE DELIVERY Same in Patent seater full chrome 


No. 827—14/8 Baby Spike Heel 
ORDER NOW! No. 828—13/8 Cuban Heel 


LEVEY BROTHERS SHOE CO., ,/s, WANE Sy 


June 22, 1929 


NE ih, 6 VW, mul 
'N iil WN h 
Everything in Fygoee 
$100,000,000 Shier 


In the lower part of Manhattan, between Broadway ay awe a 
West Broadway, there is located the world’s greatest sho I consid 
market. This shoe market comprises about six square cinge, "74! 
blocks in area, and practically every building in this sectio, Bony 















4 - ; li: 
is devoted to the selling of footwear and accessories. Wha. = 
ever your needs, whether it is for a novelty hot style shoe t) Bache 


retail at $3.95, or whether your requirements are high grag; part ¢ 
turns to retail at $10.00, every conceivable kind of footwex IR’ From 
is at your disposal. Men’s welts, men’s stitchdowns, every y.,— or Pe? 
riety of children’s shoes, imported sandals—in fact everything 0" 


in footwear can be had here. -— 


It is conservatively estimated that in 1928 more the Chamb 
$100,000,000 worth of shoes were sold from this centraliz: i From 


market, showing an appreciation by shoe merchants throughoy: oa 
the country of the ability of this market to satisfactorily {ij me Bri 
their needs. If you 
— ' : ; T. Sub 
This is the first of a series of advertisements appearing jy City 


the Boot and Shoe Recorder made possible by the twelve cof The a 
operators who have wholeheartedly invested in the further &.f& shoe m 
velopment of the New York Wholesale Market. The offering block 

of the twelve co-operators are worthy of your consideration, any of 











Women’s Novelty Shoes—In Stock 


Goodyear 
Welts 








No. 204—White Elk, black calf 


No. 206—All White Elk........ $3.35 
tip, saddle and foxing........ $3.50 = 7258—White Elk, black sad- 
No. 7253—Beige Kip; Russia tip, No. 7260—Smoked Elk, Russia 
saddle and foxing............. 3.50 SEY d6ly oo aoe 05:0 sees 


J. WEISS 


137 Duane St. 


SHOE CO., Inc. 


New York City 











670 Tan Lotus Leather Sole Stitchdown No Heel ........ 5 -8 
1 Tan Lotus Leather Sole Stitchdown Rubber Heel ..... 8%-1!1 
2 Tan Lotus Leather Sole Stitchdown Rubber Heel . 

670 Smoke Elk Oak No Soak Sole Stitchdown No Heel . 5 - 
671 Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel . . 8%-1 








1 1,1 Prin 
672 Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel .11%- 2 1.2 ' 
770 Tan Lotus Crepe Sole Stitchdown No Heel ..... 5 8 1.0 
771 Tan Lotus Crepe Sole Stitchdown Rubber Heel . 8%-11 1.1 No. 2151 
772 Tan Lotus Crepe Sole Stitchdown Rubber Heel .. o11%-12 1.35 No, 214! 
660 Patent Full Lined Retan Sole Stitchdown No Heel .... 5 8 1,35 No, 214: 
661 Patent Full Lined Retan Sole Stitchdown Rubber Heel. 8%-1! a Trim 


662 Patent Full Lined Retan Sole Stitchdown Rubber Heel.11% 


BLOG SHOE CO., Inc. 147 Duane St. CON 











REG. U.S. PAT. OFFICE 


have a distinctively individual appeal to women, not alone 
because they are so different from all other shoes in char- 
acter, but also because they complement many a costume, 
either by harmonious blend or by attractive contrast. 


Insist on the genuine which is registered for 
your protection and exclusive selling 


GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK 











“CUSHIONS OF COMFORT = 


FOR TIRED FEET” 


DRCAMPEELLS 


— m=" SHOE 
























= ey Catering 

No. 2093 Men's Smoked Elk Tan No. 3416 Boys’ Tan Calf Scotch for July 

Calf Trimmed Oxford, Rajah Grain Trimmed Ox ford, D 
Crepe Sole, widths A/B to Leather: Heel, widths B t 


0/D, sizes 6 to 11. D, sizes 1 to 6. 


POWELL & CAMPBELL 122.2°7..%.%iv Mf 131D 


Established 1879 













1929 June 22, 1929 


Wo 
Dvn Wf ! 


antl 
) Shqenter 


dway an 
atest shoe 
quare city 
Lis sector 






a We ‘hope you will 
consider this a cordial 
invitation to call on 
Sany of the market 


: establishme mts. The 


ph ceutigiadie tae 


Ss Whe. * marke t is ve ery easily 
le shoe tS reached from any 
igh grade part of New York. 


footwea Je From Times Square 
or Pennsylvania Sta- 


every ve 
ttt S tion, take the Broad- 
* BR way-Seventh Avenue 
I R. T. express to 
ore thane Chambers Street. 
entralize ae from Grand Central 
Station take the Lex- 

1roughou: 


— ington Avenue express 
ctorily fl 49 Brooklyn Bridge. 
If you take the B. M. 

. T. Subway, get off at 
earing I City Hall Station. 
welve co-M The great wholesale 
irther def shoe market is but a 
offerins Ie block or two from 
ration. any of these stations. 





SUMMER SPORT OXFORDS 








CK IN STOCK 

—®> 

8 $0. ao 

11 1.0 

2 il 

8 95 Sime 5 

oie ou Prince Wales, Duplex Soles Women’s Golf Crepe Sole 

2 12 Cuban Heel, Welts Oxfords, Welts 

8 1.00 $3.50 B.C.D. $3.00 B.C.D. 

sc a No, 2151 All White Calf No. — Smoke Elk, Tan Alligator 
121.35 No, 2142 White Calf, Green Trim add 

8 1,3 No, 2143 White Calf, Red Lizard No. 5238 All White Calf 

1 1.60 Trim No. 5334 White Calf, Black Caif 
2 Mi Saddle 

t. [| CONCORD SHOE CO., Inc. 116 Duane St. 
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NE Ww “IMPO Aw EFFECTS 
In peneens, Blue, %r iin, Black” with $2. 85 


21/8 High, 14/8 Military and 14/8 Baby Louis Heels. Sizes 
2% to 8 All Kid Trimmed—In Stock—Order Now! 















co 





159 Dvane St. New York, N. Y. 






















IN STOCK — RIGHT NOW! 
» “A PAIR OF ACES” 





















“FRIVOLITY” One-Strap oq » 
in embroidered linens $4.00 in Muslimrs vs 
Blue Green Red Beige A-B-C Tan Grey Blue 
Widths 







_Duane_Shoe (ompany, 


143 DUANE ST., NEW YORK CITY 




















4008—Women’s black 
cloth, center buckle, 


and white toyo 
trimmed with 


300 i—Blue - flowered, 


silk-embroidered, 


black patent leather Also in blue one-strap Spanish heel Also in 
and white toyo Parchment and white green, red, pink, parchment and tan 
toyo. Green and white toyo. Red and embroidered silk All 17/8 Spanish 


white toyo. High and Cuban heels on heels 


- BLEECKER SHOE CO., Inc. 


138-140 Duane St. New York City 








THE FASTEST LINE of WOMEN’S $2.95 SHOES 






Case lots only 









Catering to large ote — with over 100 distinctive individual styles 
Scotch for July selling. We will glad to cooperate with you on special sales. 


d, 
°B ts DRYZER & ROSENBERG, Inc. 


“Shoes under Market Prices” 
131 Duane St. New York City 


Headquarters for Mail Order Houses, Department Stores and Bargain Basements 
























Armour’s Ivory 
Kip, Ganges Alli- 
gator Trim; Griess- . 
Pfleger’s Tan Kip, 

Ganges Alligator Trim; Northwestern's Whippet, Ganges Alligator Trim; 
White Elk, White Calcutta Lizard Trim; Lay Calf, Black Calcutta Lizard 
Trim. Goodyear welt, 2% to 8, C Wide, $3.0 


B. FRIEDMAN SHOE Co., Inc. 


109 READE SsT. ESTABLISHED 1880 
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“Where Siy 


l’Opera, Paris, France 


Fat 


RUEPING LEATHER 
TOMO OU LL WSU SA 


RUE PING 











June 22, 1929 BOOT AND SHOE RECORDER 


Reigns 
SUPREME 


MONTREAL 
LEICESTER, ENGLAND 


ARIS is the indisputable style center 
of the world. It is the source of 
many daring, dashing creations . . . 
modes that take the fashion world by 
storm. It is the parade ground for the 
newest of the new . . . its styles mirror 
the genius and craftsmanship of master 
designers and stylists. 


And in this realm of fashion, RUEPING 
LEATHERS have gathered force and to- 


day are the pre-eminent choice of cre- 


ARLINE MODEL 


In-Stock by 
Minor & Son, Inc., 
Batavia, N. Y. 


rr. 


in Rue Suede Black, also Rue 
Suede color No. 74 Broncho. 


ators of artistic footwear. Subtle beauty 

. charming grace . . . and luxurious 
appeal are well and favorably known at- 
tributes of these fashionable leathers 
. . . leathers that are tanned to a high 
standard of excellency. 


If you would have footwear to meet the 
style requirements of Paris as well as 
other leading fashion centers “Where 
STYLE Reigns SUPREME” — specify 
RUEPING LEATHERS. 


-1929— 
The 75th Anniversary of 
the Fred Rueping Leather 


Company. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


CINCINNATI 
ST. LOUIS 


PARIS, FRANCE 


MILWAUKEE 
NEW YORK 


FRANKFURT, GERMANY 


LEATHERS 











SAN FRANCISCO 
ROCHESTER 
MILAN, ITALY 
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TRIUMPH 


SENATVS 
POPV! WSQVE: ROMATIVS 
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THE UNITED 
CUSHION “D” HEEL ulkt¥ep 
; IS A TRIUMPH OF CUSHION HEEL 
STYLE 


GOOD SHOEMAKING 





ITS ARCHED CONSTRUCTION Look for the 
MAKES THESE "7" 
QUALITIES ENDURING 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 






ee 
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arefree Kids Want Sneakers 


Canvas Footwear in Immediate Demand. Next Season’s 
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School Athletics’ Market Looms Large 


IX to eight millions of boys and girls want canvas 
S rubber soled shoes this summer, and will want them 

again next fall—many pairs of them! Are you 
planning for your share in this big business? If so, all 
you have to do is to show quality canvas and its play 
uses. Gay, glorious, days are ahead—vacation time. Care- 
free kids, happy in their release from school, are racing 
off for camp, or for the old swimming hole; or, birch rod 
and line over shoulder, strolling about the country side to 
the nearest stream, shod in canvas rubber soled shoes. But, 
best bet of all, in our nation-wide survey of the American 
boy’s activities during the next three or four months, is 
his positive appearance on the city or town back lot as an 
embyro baseball star in light weight, cool, and foot-free- 
dom-affording, canvas rubber soled shoes. 


OUTH is an important factor in the distribution of 

more pairs of canvas rubber soled shoes. Youth buys 
its footwear where it perceives that the retail shoe mer- 
chant talks to it in its own language. Don’t be afraid to 
install a baseball window, with ball, bats, catcher’s glove 
and mask, and canvas rubber soled shoes. The trim shown 
in the illustration on this page is the first Keds display 
window of the new season. It surrounds canvas rubber 
soled shoes of quality with the sports of archery, baseball, 
canoeing, tennis, and golf, through the “tools” for these 
games, loaned by a sporting goods house. The consumer 
is thus impressed at a glance with the fact that if he would 
successfully take part in any of the above-mentioned 
sports, he must wear high grade canvas rubber soled shoes. 
The bridge painted background in the Keds window repre- 


Seven 
brown, and ten white (black trimmed) Keds, are shown. 
The central platform is covered with felt. 


sents the new Hudson River bridge, New York. 


L. BUTLER, retail shoe merchant of South Pasa- 
e dena, Cal., received 123 replies to his Keds Con- 
test. This had to do with the mileage covered by a pair of 
Keds which he displayed in his window. The correct num- 
ber of miles trod by the feet encased in the shoes displayed 
was 2100. The nearest number of miles given in the answers 
submitted by interested customers was 1700. Some thought 
the mileage was only 80. No one believed that the Keds 
shown had been worn over such a long “hike.” Mr. Butler 
reports that the contest created much favorable comment 
in his neighborhood and was the means of stimulating con- 
siderable extra business for his store on this type of canvas 
footwear. Window trimming contests, with awards given 
by some of the leading rubber companies for the best 
trims, are now “on.” These timely trims of canvas foot- 
wear are “backed up” by good newspaper and national 
consumer magazine advertising. Retail shoe merchant and 
rubber manufacturer are cooperating profitably. 


HE progressive retail shoe merchant has for some 

time realized that the market for canvas rubber soled 
footwear is yearly growing bigger, with the increased 
demand for juvenile sports and athletics. He is, there- 
fore, specializing more on his tennis stock, and has found 
that its development does not in the least reduce the volume 
of his leather shoe sales. On the contrary, he moves 
more pairs of each for the occasion. 














**A Success Story for Younc Men,” 
says P. V. Alexander, Manager at Corpus Christi 


‘I was a young man floundering around without any 
lefinite goal when the plan of the J. C. Penney Company 
was explained to me. It was concrete, practical and 
inspiring. 

“T started work with the J. C. Penney Company nine 
years ago at the age of twenty-five, and from the first 
day of my employment I was being definitely educated 
to become a manager of one of our stores. 

“T have been operating a J. C. Penney Company store 
five years, during which time it has been my pleasure 
to render the public a courteous and interested service, 
with, as a recompense for this service, a fair return of 
profit.” (Signed) P. V. ALEXANDER 
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We are searching 
for aman 
as promising as 


P. V. Alexander 
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Last year our sales were 176 million dollars; this year our quota is 215 
millions. Today we have 1213 stores. We are opening new stores all 
the time. We need good men to train for managing them. 





E started at the bottom and worked his way 
through to financial independence and success. 
Stamina, sheer pluck, was the only thing that kept 
him from discouragement many times, but P. V. 
Alexander knew what he wanted, and he had a stout 
heart that simply would not be cast down. 


One by one he gained a sure knowledge of the 
prineiples on which the vast sales-power of the J. C. 
Penney stores is built. He learned the methods of 
modern merchandising, he took months to find out 
how J. C. Penney values are made possible. He ab- 
sorbed our Golden Rule policy of passing great econ- 
omies on to our customers. He took stock, he waited 
behind the counter, he dressed the store windows, he 
learned to buy and sell the J. C. Penney way. And 
always he was ready for the next job higher up. 


Nobody could keep that spirit from making good. 
P. V. Alexander wanted the good salary that a J. C. 
Penney store manager could earn. He desired to have 
folks look up to him as a worthy citizen. He was 
after the substantial profit shares that the Penney 
Company manager receives from his own store’s 


Adv. 


business. He was determined to enjoy the privilege 
of dividend-paying Penney stock. And he got them all. 


Today this young man is independently wealthy 
and a successful business man. Are you? 


Take account of yourself. See if you can say “‘yes”’ 
to these requirements: age between 21 and 35, actual 
experience in retail selling of drygoods, shoes or cloth- 
ing, and a reputation for upright and clean living. 
Those are the qualifications we ‘insist upon, and for 
the man who answers that description, we have a 
place in the J. C. Penney Company. Write us today, 
and get started on your way to wealth and happiness. 
* * * 

Get in touch with us now, if you feel that you are the 
kind of man we want. In a few years you may achie: 
your life’s ambition. Write to J. C. Penney Company, Inc 
Attention Mr. J. D. Keyes, Room 1503-J, 330 West 34th 
Street, New York, N. Y.; or Attention Mr. E. M. De Mos-. 
Room 1051-J 1010 Pine Street, St. Louis, Mo.; or Atten- 
tion Mr. Wm. H. Dayton, Room 1323-J3, Russ Build 
ing, San Francisco, California; or Attention Mr. A. M 
Walters, 1125-J3 Perrine Bldg., Oklahoma City, Okla. 
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Boston 


Jifteen Thousand ‘Retail Shoe Merchants 
Get Special Invitations to 10th Annual 
Shoe and Leather Jair, July 8, 9 and 10 


FFICIAL invitations 
to the Tenth Annual 
3oston Shoe = and 
Leather Fair, July 8, 9 and 
10, last week were mailed to 
a select list of 15,000 retail 
shoe merchants 
the United States and Can- 


throughout 


ada. This “‘bid’ was in the 
form of an elaborate and ar- 
tistic broadside printed in 
four colors, and bearing the 
legend “There’s a Good Time 
in Store for You.” 

Never before has the man- 
agement of this popular trade 
event issued such a striking 
mailing piece. One of its 
features is the 
full-length portrait of “a 
American 


compelling 
typical girl” in 
colors, reproduced from an 
original oil painting of great * 


-_— 
excellence, in the naming of whom all retailers and other 


buyers who plan to visit the Fair are invited to take part 
in a prize contest. This beautiful young lady certainly 
is casy to look at, and there is no question that the nam- 
ing contest will have many participants. The winning 
name will be announced at the closing Style Revue in 
Hotel Statler, Wednesday evening, July 10, and the 
winner, if present, will at that time receive a prize. 

The entire inside of the folder is devoted to a map 
of Boston and vicinity done in brilliant blue and yellow 
and sprinkled with humorous sketches taking off the 
historic shrines, New England traditions, and personal 
foibles of the New Englander, this being the work of 
one of Boston’s cleverest cartoonists. Recipients of this 
unique message will unquestionably want to keep it, for 
it is something that the entire family can extract a 
laugh from. 

The broadside also includes the three days’ program 
of the Fair, and altogether is well calculated to be a most 
effective “silent salesman” in behalf of the Fair. 

In addition to the stunning Style Revue program al- 
ready forecast, and which will be put on in the big Statler 
sallroom on the afternoon and evening of July 9 and 10, 





the committee has just decid- 
ed to add another highligh 
that is certain to make th 
biggest hit in the entire te 
vears series of Boston’s Sho» 
Revues. This will Le 
nothing less than the appear 
ance of a group of five of 
the famous “International 
Beauties” whose presence in 
his country has been so deep 
ly agitating the masculin 
heart. 

If the press agent of thes 
ultra beauties is to be be 
lieved, these attractive young 
“personality girls” are su- 
preme examples of culture, 
beauty, grace and loveliness, 
The five young ladies repre- 
sent respectively Miss ln- 
Miss Miss 


Ireland, Miss Germany and 


gland, France, 


Miss Austria. 


Included in this company is Miss France, a diminutive 
French screen star, who compares in many respects to 
our own Clara Bow, and is an idol of French cinema 
fans. 

Miss Austria, a wholesome auburn haired beauty with 
a stately figure, is another dainty beauty and is perhaps 
the most distinctive of her type to be found anywhere 
in the wide world. She competed and was selected be- 
cause of her sheer beauty from a group of over 1500 
contestants selected from every city in Austria. 

Miss Ireland, a charming miss with cute blonde curls 
and roguish blue eyes is a typical Irish Colleen, and will 
he acclaimed because of her winsomeness and beauty and 
talent. 

Miss Germany is rated as the greatest beauty of all 
time, and is a type of unusual charm. She is a ravish- 
ing brunette, and is possessed of a wealth of black hair, 
olive skin and sparkling dark eves. 

Miss England is a stunning blonde, and a product of 
the London motion picture screen. She has appeared in 
many British made pictures and is at present starring in 
one of the current pictures on Broadway. 


















No. 3523 
LITTLE SERGEANT 
Goodyear Welt. Patent blucher oxford. 
Oak bend soles. Also carried in tan, and 
black calf. D width on all runs. © 
width on 8%/11 and 11%/2. Spring 

heels on 5/8 rubber heels on 8%4/11. 
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black calf. 





























GOODYEAR WELTS 





STITCHDOWNS 


NOBBY TREAD 
Patent blucher oxford—Asborn arch & 
Seco sole. Also carried in thrush 
5/8 with spring heels, rubber 
heels on 8% to 2. 
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No. 472 


tan, and 





 — four related lines of 
children’s footwear offer the mer- 
chant an unusual opportunity to 











secure from one responsible manu- 
facturer an entire stock of juvenile 
shoes. Faster turnover is certain 
to result from our avowed inten- 
tion of keeping your juvenile 
stocks full by an immediate in- 
stock service on these children’s 























welts, turns and stitchdowns. 


We will be glad to supply you with 
full information about our shoes 
and service. 








No. 430 
JACK O’LANTERN 
Three sole stitchdown. Tan elk blucher 
oxfor@ Korry krome sole. Also carried 
in patent. Spring heels on 5/8. Rubber 
heels on 8%/11 and 11%4/2. 

















STITCHDOWNS 


ALL LINES CARRIED 


IN-STOCK 


SPECIAL PRICES TO 
VOLUME BUYERS 


Patent 1 strap. 








1144/2. 





No. 875 
PLAYWEAR TURN 


heels on 5/8 and 844/11. Rubber heels on 








Oak bend soles. Spring 
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Style “Tips” to Buyers 


By ARNOLD R. TUCKER, one of the principals of The 
Dunbar Pattern Co., 183 Essex Street, Boston. (Mr. 
Tucker has sold shoes in retail shoe stores, the country 
over, ’twixt turns at shoe designing, to test the consumer 
demand. ) 


Wide one-straps for fall look like “good bets.” We are 
now designing many of these patterns. 

Open throat oxfords, “off-sided” patterns, (the latter 
having one side of vamp plain, perhaps, the other side in 
asymetric design should be considered in immediate and 
fall purchases. 

There are many pumps with cut out and inlaid effects; 
there are pipings and closed seams, in heel heights of 14/8 
to 20/8 which look like popular sellers. 

Buckles will be important items on the fall and winter, 
as well as on the summer, shoe; there are center buckles 
and side buckles. The size of the buckle is determined 
upon by the height of the heel, as well as by the width of 
the strap. Sometimes, the buckle which is brought to the 
pattern man by the manufacturer influences the entire 
pattern of the shoe. 

Women are buying more shoes for the occasion than 
ever. Twelve to fifteen pairs annually is not a high 
average—even the thirteen-year-old child will specify “a 
blue shoe for my blue dress’—and so on, to the extent 
of five or six pairs. 

A woman is well dressed when her costume from head 
to foot is related as to colors. Progressive retail shoe 
merchants are passing on to their customers, through in- 
telligent salespeople, the thought of color harmony with 
shoes “attuned” just the same as are hats, and gown 


shades. 








HE Boston Shoe Travelers’ Associa- 

tion members were the guests of 
the Boston Shoe and Leather Fair Com- 
mittee at a luncheon served in the 
Georgian Room of the Hotel Statler on 
Wednesday noon, June 19. Plans rela- 
tive to registration and reception of vis- 
iting buyers were discussed. 


HE Iowa Shoe Travelers’ Associa- 

tion has recently elected the follow- 
ing committees: Auditing—Carl P. Ort- 
lund, chairman; Con Quinn. Constitu- 
tion and By-Laws—O. R. Blechinger, 
chairman; R. W. Smith. Employment— 
J. E. William Prescott, chairman; A. C. 
Robertson. Membership—L. D. Ream, 
chairman; V. H. Dressen, C. F. Hardy, 
Phil M. Longmire, C. A. Clark, T. B. 


Toohey. Publicity—J. E. William Pres- 
cott, chairman; A. J. Starr. Resolu- 
tions—Joe Wheeler, chairman; W. H. 
Thompson. Welfare—Frank P. Gard- 
ner, chairman; O. E. Hamilton. 


H. FORTMAN, who represents the 

*Capitol Shoemakers, Inc., of St. 
Louis, is now in charge of the office 
of that house, as well as the sample 
rooms. He succeeded Gene Phillips. 


EORGE M. HAYES, who travels 

the Southeastern States for the 
Chouteau Shoe Mfg. Co. of St. Louis, 
has been transferred to ‘Tennessee, 
North and South Carolina, West Vir- 
ginia, Baltimore and Washington terri- 
tory. 


B. BOWEN 

*is now in 
charge of the Pitts- 
burgh district for 
the Margolin Shoe 
Co., makers of wo- 
men’s novelty foot- 
wear and specializ- 
ing on an arch sup- 
port number sold 
under the trade 
name of “Lady 
Bertha.” The head- 
quarters for the 
Pittsburgh district 
will be at Hotel 
Henry, Fifth and Smithfield Streets, 
where so many shoemen display their 
samples for the inspection of Western 
Pennsylvania retail shoe merchants. In 
that portion of the country between the 
Alleghany Mountains and the Rockies, 
W. B. Bowen is one of the best known 
and most highly respected traveling 
salesmen; he has covered shoe buyers 
for the last thirty years. He has long 
been identified with the Allentown, Pa., 
maker of children’s shoes, F. Brown 
Shoe Co., having sold the volume buyers 
of the country in a large way. His ex- 
tensive knowledge of shoes, his integ- 
rity, and the excellence of his new line, 
should promise a successful combina- 
tion. 


Ww. B. Bowen 


HE Pacific Northwest Shoe Travel- 

ers’ Association was recently formed 
at a meeting held in connection with the 
Pacific Northwest Shoe Retailers’ Asso- 
ciation’s convention, which took place at 
the Multnomah Hotel, Portland, Ore., 
this month. The following officers were 
elected: George H. Buchanan, presi- 
dent; H. D. Fulton, vice-president; Ed- 
ward A. Maclean, secretary-treasurer ; 
second vice-president, F. E. Powell of 
Seattle; third, W. N. Stilson, Tacoma; 
fourth, F. R. Brown of Spokane; fifth, 
Earl E. McDonough of Boise. The Pa- 
cific Northwest Shoe Travelers’ Asso- 
ciation will become a local of the 


n.%. 7. A. 


M. DOTY, sales manager and sec- 
* retary of the Selby Shoe Co., 
Portsmouth, Ohio, has returned from 
supervising conferences of salesmen of 
the company at Denver and San Fran- 
cisco. He acquainted the salesmen with 
the new lines which will be produced by 
the Selby company, both in the regular 
and in the Arch Preserver lines.— 
(UTPS). 
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IN STOCK IN STOCK 


White Footwear for Immediate Delivery 


Whites will be good all Summer! You can Increase Your Summer Profits by featuring Menihan’s 
White Footwear—Order today—They are All IN STOCK for Immediate Delivery! 













“NORGE” “IVENA” 













“LULU” 
Special Process Special Process Special Process 
. ; B-S2: Vhi ‘alf—W » Liz- 
B-182—White Calf ...... $4.85 B-S24—White Calf .....84.85 ard Galt Times. S486 
. 4.75 B-118—Patent Leather B-168—Nautical Blue Kid, 
with Black Calf Strap.. 4.75 Blue Lizard Trim...... 5.25 






B-169—Patent Leather, 
Black Porcupine Calf 
WD botddesshgesddsse 4 








a0 av.” 
Special Process 
-446—White Kid, White 


“REGENT” 
Special Process 

























Lizard Calf Trim....... $5.25 “ALPHA” 19/8 Heel 
B-949—Black Kid, Black Special P. B-448—wWhite Kid ...... $4.75 
Moire Calf Trim........ 4.85 pecial Process B-998—Silver Kid ...... 6.00 
B-252—P atent Leather B-134—White Calf...... $4.85 B-844—Patent Leather .. 4.35 “CLARE” 
with Black Porcupine B-115—Black Calf ...... 4.35 Special Process 
Gee GED pccccceccccs 4. B-170—White Silk Crepe. 5.00 
B-948—Nautical Blue Kid B-171—Black Silk Crepe. 4.85 15/8 Heel 
with Blue Lizard Calf B-226—White Satin ....84.75 
WED S08-0s6vesdsasocess 5.50 B-285—Silver Kid ...... 6.00 






























Terms: Net 30 Days 
° Twenty-five Cents Additional for Orders of Less : 
Than Three Pairs. 

“CLARE” 


Special Process THE MENIHAN COMP ANY » 



















22/8 Heel 
B-555—White Kid ...... $4.75 In Stock Department “SPOOR” : 
B-234—White Satin see 475 ROCHESTER, N. Y., U. S. A. 8-163— ante, Elk a 
-289—Silver Kid ...... ® ' " ____ ey 
B-572—Patent Leather .. 4.25 Makers of Menihan Arch-Aid Shoes ‘ Duflex Rubber Sole and Heel 
B-573—Black Satin ..... 4.25 ‘ aa ‘ 
B-574—Light Black Calf. 4.25 Write for Agency Proposition o sooo POOLS 





B-251—Medium Grey Kid 4.75 











Detroit Office: Pittsburgh Office: 











Detroit-Leland Hotel Henry Hotel 
New York Office: Cc. G. SELLERS W. A. BARNEY Chicago Office: 
oe. MOLLAN San Francisco Office: Los Angeles Office: Malestic Hotei 
— Plaza Hotel 111 East Sth St.  & Sates 
H. S. KUSHINS Cc. E. VAN DE GRIFT 






New England Office: 
Draper Hotel, Northampton, Mass. 
ELLIOTT LA MONTAGNE 
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| ance LA MONTAGNE, who rep- 
resents the Menihan Co. in New 
England and New York State, reports 
that the Menihan Co. has had a re- 
markable season with factories running 
on full time, and new stores opening in 
his territory. He says that Leo De- 
lany, who is associated with him at 
Mr. La Montagne’s office at Northamp- 
ton, Mass., is now putting on very suc- 
cessful demonstrations of Menihan 
Arch Aid shoes at the different Meni- 
han Arch Aid Shops and Menihan 
Agencies. Mr. Delany’s work is one of 
the many dealer helps which the Meni- 
han Co. extends to its dealers in the 
promotion of this footwear. 


H L. (PETE) WARE is now with the 
* Interstate Shoe Company of Man- 
chester, N. H.. and will have charge of 
establishing agencies on its lines of 
Prop-her Arch shoes in the southern 
part of Michigan, Indiana and Ken- 
tucky. Pete has covered this territory 
for many years, and has a host of 
friends, who will be glad to know of his 
new connection. 


A i}. NAFTZGER has spent the past 
* few weeks in Boston and vicinity, 
looking over his lines, and picking out 
his samples for summer and fall trade. 
Mr. Naftzger is now in his territory, 
with the lines of the Prospect Shoe Co., 
Boston, and that of Watson Shoes, Inc., 
makers of women’s welts, Stoughton, 
Mass. Mr. Naftzger covers the Pacific 
Coast. He makes his residence in Se- 
attle, Wash., and is known very favor- 
ably throughout the trade. While in 
Boston, Mr. Naftzger booked some very 
good business from those of his custom- 
ers who were visiting the Boston mar- 


ket. 


AMES A. LAWRENCE, who for 

many years made his home in Lynn, 
Mass., and who only a few months ago 
moved on to Chicago, recently decided 
that he would locate in California for a 
while, with headquarters at San Diego. 
Jimmie, as he is known to all the boys 
in the trade, has returned to the occu- 
pation of selling shoes; his territory is 
now the Pacific Coast section. Since his 
arrival in California, he has met many 
of his old friends who in the past came 
East to buy. He has also met many of 
his former friends of the shoe traveling 
fraternity, and has made a whole lot of 
new ones, both in the ranks of the boys 
on the road, as well as among the buy- 
ers. Jimmie says that “Pacific Coast 
climate and hospitality can’t be beat.” 


J LOUIS FREDERICK of Greenville, 
* Pa., who represents the Stanley 
Duttenhofer Shoe Co., sailed from New 
York on the “President Roosevelt,” 
June 15, for a sixty days’ tour of Eu- 
rope. Mr. Frederick is one of the most 
highly respected and succesful shoe 
salesmen in the country. Besides his 
business activities, he is also prominent 
in church work. The immediate pur- 
pose of his overseas trip was to attend 
the Lutheran World Convention, which 
will be held at Copenhagen, June 25-30. 
Mr. Frederick represents the Pitts- 
burgh Synod at this “meet.” Following 
the conference, he will make an ex- 
tended tour, covering Berlin, Erfurt, 
Eisenbach, Heidelberg, Basle, Lucerne, 
Interlaken, Malin, Venice, Florence, 


BOOT AND SHOE 


Predicts Good Season. 
Ahead 

Joe Kalisky, representing 
Thompson Bros. Shoe Co. in the 
Central West, passed through Chi- 
cago recentiy en route to Chetek, 
Wis., where he devotes his sum- 
mer months to the study of mat- 
ters piscatorial. Pressed for an 
expression on shoe trade condi- 
tions, Mr. Kalisky stated that be- 
cause of the danger of being mis- 
quoted he had adopted former 
President Coolidge’s plan of hav- 
ing all inquiries and answers in 
printed form. Here they are: 

Q. To what extent will the tar- 
iff exert an influence on shoe 
prices? 

Mr. Kalisky: Experience has 
taught us that raw liver consti- 
tutes the best bait for still fishing. 

Q. Is the volume of men’s shoes 
increasing through chain store 
channels? 

Mr. Kalisky: It is positively 
necessary to fly-fish for small- 
mouthed bass. 

Q. What percentage of tans and 
which tanner’s leather will prevail 
for fall selling? 

Mr. Kalisky: There is less risk 
in using a landing net than in a 
gaff hook. 

In closing his remarks Mr. Ka- 
lisky stated that he will be pleased 
to exhibit carefully prepared spec- 
ifications to support his views to 
any members of the shoe trade 
applying between now and Au- 
gust 15 at the Izaak Walton Re- 
sort, Chetek, Barron County, Wis. 


eovenstovoentrngengnencemmcs 


otaneserveneensnvierinstiene any 


Rome, Naples, Genoa, Nice, Marseilles, 
Paris and London. After a tour of 
Scotland, he will sail from Southampton 
on the “Leviathan,” arriving in New 
York Aug. 12. 

He chose one of the longest tours 
available, covering practically all of Eu- 
rope. 

Ample and accurate information is 
the best step toward success.—U. S. 
Rubber News. 
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~“LMER C. THOMAS, a member of 
the Indiana Shoe Travelers’ Asso- 
ciation, formerly with Dunn & Mc- 
Carthy “Etta Jennick,” wants all his 
traveler and retailer friends to know 
he has the Craddock-Terry Company’s 
line of women’s shoes for his old terri- 
tory. 
“T° HE Doerman Shoe Co.’s sales force 
recently held a_three-days’ con- 
vention at the South Milwaukee fac 
tory to study the new line for summer 
and early fall. Among those present 
were: Sales Manager R. A. Kuehn, 
E. R. Boyle, who covers Illinois, Iowa, 
Nebraska and Colorado; F. J. Langer, 
Minnesota and the Dakotas; Richard 
Hocking, Michigan; L. W. Parker, 
Georgia, North and South Carolina, 
and Florida; Richard Hock, Ohio; C. B. 
Finniell, Louisiana, Alabama ani 
Texas; Ben Davis, Chicago and vicini- 
ty, and Henry Kuehn, Milwaukee anJ 
vicinity. 


‘NEORGE R. LAUTERSTEIN of 
Chicago is now representing the 
Gilbert Shoe Co., Haverhill, Mass., 
manufacturer of women’s fine turns, 
making his headquarters at Hotel Mor- 
rison, Chicago, where Manager Joe 
Brunette makes so many of the shoe 
boys feel at home. Jolly George Lau- 
terstein covers a_ territory which 
reaches from shore to shore and from 
gulf to lakes. He has a host of friends 
in the Ccntral West and through to 
the Western Slope where he has trav- 
eled many years for the Novelty Shoe 
Co. Success to the new hook-up! 
[D T. JENNINGS, who for the past 
* several years has_ represented 
Shu-Stiles, Inc., of St. Louis, in Ala- 
bama, has had his territory changed to 
Georgia and Florida. Mr. Jennings 
will make his home at Americus, Ga. 


(5 W. HARDY, who recently took 
J. the Chapline-Mayer Shoe Co. of 
Milwaukee line in Kansas, is receiving 


a hearty welcome from his many 
friends and customers in the territory. 
Mr. Hardy is “at it” early and late 
each day from Monday to Saturday. 
AUL A. BLAND is the new style 
promoter in Indiana and Michigan 
of Boyd-Welsh Shoe Co. 


J. Louis Frederick of Greenville, Pa., Stanley Duttenhofer Shoe Co. 
representative, recently sailed from New York on a sixty-day European 
trip 
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For Immediate Shipment 
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REGENT PUMPS 



























































284 Last 17/8 Lxv Heel 
No. 424 PATENT LEATHER .. . . $4.50 R 
No. 425 BLACK SATIN .... . . $4.50 
No. 444 MAT GOAT ...... . $4.65 
AAA - 4% - 8 ase «ff 
AA-4 -8 C-2%- 8 
as 8-6 
Fe 
C. P. FORD & CO., Inc. po 
ROCHESTER, N. Y. , du 
Detroit Office: Burns-Gray Bldg.—Ray Wegman 4 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy $a 
New York Office: 441 Marbridge Bldg.—Jack Galway a 
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2.00 4.95 9.50 Purple with gold edge trim on white Red with black edge trim on white blacl 
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Demand for White Shoes Stronger 
~ Than Most Merchants Anticipated 


Reports from Various 
Parts of Country Show 
Heavy Sales 


LOUISVILLE, Ky. (UTPS)—J. C. 
Fedler, of the Boston Shoe Store, re- 
ports a great improvement in business 
during the past three weeks. Woven 
sandals are very popular and there is 
a distinct revival in white footwear. 
Louisville has always been an excel- 
lent market for white shoes and this 
promises to be a white season. Just 
now public taste runs to the strap 
slipper or pump. Plain fabrics in yel- 
low, green and blue sell well. For 
street, sandals in blond, white, green 
and blue are worn. 

The Boston Shoe Store had one of 
the best seasons in their history this 
year in children’s white shoes for first 
communion. Miss Ritz, head of the 
department, also said they had a dig 
demand for barefoot sandals for chil- 
dren of all ages. 

In the men’s section, T. S. Van 
Hoesen said that they reversed the 
usual sales showing by selling 49 per 
cent of tan shoes against 51 per cent 
of black shoes. Included in tan shoes, 
however, are all sport shoes and for 
these there is a big demand at present. 
Buying of sport shoes, Mr. Van Hoesen 
said, began earlier than usual this 
year. 

This sale division is the result of 
deliberate pushing of tan shoes, as he 
feels strongly that men as well as 
women should complete the ensemble, 
and the various shades of tan are more 
cre, with spring suitings than 

ack. 

Sport shoes in black and white, tan 
and white and black with cork elk have 
been so popular that the store has sold 
out the first order and are now on the 
second order of sport shoes. The un- 
lined, tan, woven sandal oxford has 
been a particularly big seller. From 
April 20 to June 1, the Boston Shoe 
store sold 43 pairs of these light sum- 
mer shoes and the weather during that 
whole time was such as to stimulate 
the sale of rubber boots more than 
anything else, as it rained constantly 
and hard nearly every day. On Derby 
Day alene, five or six pair were sold 
and Derby Day was almost a flood. 








Warm Weather Brings 
Whites to Forefront 


CINCINNATI, OHI0.—The advent of 
warm weather the early part of June 
stimulated business for local shoe re- 
tailers and started whites to moving 
almost ahead of everything. A few 
whites moved in April, and still more 
in May, but it took June and warm 
weather to give them the proper send- 
off. White and pastel linens are very 
popular at present and retailers think 
that the season will be a good one for 
embroidered footwear. 

Light colored snake shoes and those 
trimmed with snake are in good de- 
mand, and it is thought that fall will 
see snake and other light-grained rep- 
tilian footwear at the top of the style 
ladder. A leading retailer, who is re- 
cognized as a style authority, forecasts 
suede as one of the fall’s leaders, and 
expects colors to be at their best. 

Blue, red and green‘kid are all first- 
rate sellers. This holds good in the 
$15 as well as the $6 grade. Gray kid 
is better than it has been at any time 
in the past twelve months, with so 
much gray being offered for ensemble 
wear.. Merchants complain that pro- 
fits on gray is eaten up on account of 
having to carry so many shades in 
stock. Medium stone gray is the most 
popular shade at present, with the 
trend likely to be to a darker or light- 
er shade at any time. 

Black is by no means a dood issue, 
as both patent and kid are very likely 
at this time, and quite a few black 
satins are moving. Sandals are rated 
as only fair, and sales on them are not 
expected to run into much money. 


White Shoes Strong 


In Boston Stores 


Boston, Mass.—Retail shoe stores 
and shoe departments have had a good 
business during the past week, with 
white shoes prominent in the women’s 
and children’s demand. Reptiles con- 
tinue in popularity. Ombre silk crepes 
and asymetric patterns on colored kid 
shoes. Linens with kid or calf trims, 
browns, and black gun metal, are all 
good seliers. Among the favorite 
monotone high grade novelties is a 
peach beige silk crepe pump, with 
three-cluster pearl ornament at throat, 
to match the material. Many orders 
are being received to dye shoes to 





match gowns. Braided vamps and 
unique patterns in braided effects on 
cut-out vamps, are shown. Not only 
ties, but a large number of one straps 
and center straps, open shanks, and 
closed shanks, are sold. 

The sport shoe, equipped with rub- 
ber and other types of sport soles, is a 
favorite with the young girl and her 
older sisters. Children’s sport sandals 
are being sold in increasing number 
with sport soles. 


Wadley-Wilson and 
Grissom-Robertson 
Merge 


MIDLAND, TEX.—One of the largest 
mergers ever made in the mercantile 
field of West Texas and New Mexico 
was consummated last week when the 
Wadley-Wilson Company became one of 
the Grissom-Robertson group of Sunset 
Stores. This merger of some twenty- 
two of the best stores in West Texas 
and New Mexico includes the Wadley- 
Wilson Stores at Midland, Pecos and 
Odessa, Texas; the Joyce Pruitt Stores 
at Roswell, Carlsbar, Clovis, Artesia, 
Portalis and Hope, New Mexico; the 
Austin Jones Store at Big Springs, 
Texas; the Carl Houston group in 
the Plainview and Lubbock, Texas, 
section; the Grissom group at Abi- 
lene, Coleman, Colorado, Haskell, 
Vernon, Quanah, Texas, with others 
to become affiliated as quickly as 
arrangements can be made. 

This merger with its affiliated inter- 
ests give this group a buying power 
claimed to be second to none in this sec- 
tion of the country. The Midland, 
Texas, stores will undergo remodeling 
immediately providing for additional 
floor space of some 2000 feet. 

There will be no change in personnel 
in these stores. Addison Wadley will 
become district manager, with stores in 
Colorado, Big Spring, Midland, Odessa 
and Pecos under his supervision. He 
will make his headquarters in Midland. 
C. Y. Barron will remain manager of 
the Midland store; T. R. Wilson in 
charge of the Odessa store and Curtis 
Nance will occupy the same position in 
the Pecos store. 

The merchandise policy, it was stated, 
will be announced later. 


Weitzenkorn with Block 


NORRISTOWN, PA.—Joseph H. Weit- 
zenkorn, formerly buyer of shoes at 
Pomeroy, Inc., department store at 
Pottstown, Pa., has been made buyer 
and manager of the shoe deartment at 
B. E. Block & Bros.. of this city, suc- 
ceeding Miss Maud Snyder. 
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Following in Mother's Footsteps 














Saornmer Daily Delawery by our own motors is extended on the Long Island South Shore as far as Anagansen. 














The penchant of little 
girls for footwear along 
ihe lines of that worn 
by their mothers and 
grown up sisters forms 
the basis of this inter- 
esting two column ad 
by Best & Company, 
which appeared last 
week in the New York 
newspapers. Ins pira- 
uon tor the patterns of 














St. Louis Retail Trade 
Shows Substantial Gain 





Shortage of White Shoes Reported 
St. Louis, Mo.—Business in the re- 


tail district is reported as being better | 


than fair with some stores reporting 
increases and in one instance announc- 
ing the best week since Easter. 

Operators have cleaned up beauti- 
fully on colored shoes and stocks are in 
fine shape. This applies more forcibly 
to white, which today in every store 
is wanted merchandise. Operators have | 
vainly attempted to replenish their | 
white stocks, but manufacturers are | 
faced with the same condition as retail 
stores. They were bought sparingly 
and the demand has surpassed the 
judgment of merchants who played 
them heavier than ever before. 

White linen has been outstanding in 
the demand, selling alongside of kid. 
At this late date those merchants who 
could be assured of deliveries within 
ten days have placed orders. 

Operators announce a splendid condi- 
tion of stocks, one merchant expres- 
sing it like this: “We are approaching 
one of the best buying seasons in the 
history of our business, with stocks 
cleaned un to such an extent that it is 
necessary to go into the market to buy. 





| 
| 








Colored fabric prints failed to attract 
buyers and this type of footwear is go- 
ing begging in the stores. They were 
not bought heavy enough, however, to 
injure anyone. 


Two New Rodder Stores 


FRESNO, CAL.—The Rodder Shoe Co. 
announces the opening of two new 
shoe stores in the nearby cities of 
Bakersfield and Hanford. These 





branches will be opened in the early | 
priced | 


fall and will carry medium 
shoes for the family. The Vogue, which 
is now on Fulton Street and owned by 
Rodder, is to be moved to its new loca- 
tion on Fresno Street, where it will 
have three times the space it now has. 
Only women’s novelties are handled 
here. 





Correction and Apology 


A recent news item was printed 
in error. 

We now state that the Macon 
Shoe Company of Macon, Ga., is, 
as always, located in Macon. It is 
one of the outstanding shoe stores 
in the South and will continue to 
serve footwear service at Macon, 
Ga. 
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ali the shoes shown in 
ine advertisement came 
from women’s shoes. 
Even riding boots are 
suggested as part of the 
me = child’s —- — 
Ree Tagine aie equipment. It wi e | 
oe VACATION noticed that two moc- 
SHOE FASHIONS casin type shoes are | 
shown, one an — 
up- and the other a hig 
(oa fo Ga epande o shoe, both appropriate 
See ee younger set maa for camp pag 
Sisaast. Sar One of the most in- 
= follow the 1929 vogue for teresting of the shoes 
Barefoot sandals shown is that at the 
Colored lower left, a barefoot 
war | sandal of Roman _ in- 
Brown-and-white shoes —— spiration. It is nothing 
ea Woven shoes Sarre more than a flexible sole 
ieee (belting leather), equip- 
i ped with heel and toe 
straps, which, however, 
é ) achieve a_ high style 
a“ # | note by being colored 
7 Pippa ay red, blue or green. 
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Sreectetgte Sebo. carne. 
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Whites Lead in Des 


Moines 


Des MOINES, lowa.—(UTPS)—Ra- 
pid turnover of white shoes and falling 
off of demand for the parchment shades 
has featured the business of shoe 
dealers of Des Moines in general, the 
last two weeks. 

V. E. Meline, manager of Heggen’s 
Shoery, and also president of the Des 
Moines Shoe Retailers’ Association, <e- 
clares the majority of merchants laid 
in a sufficient supply of white shoes to 
meet the demand. Colored footwear is 
not running as popular as anticipated, 
either in the higher class or mediuin- 
priced lines. 

In the recent capacity day conducted 
by Younker’ Brothers’ department 
store, white shoes led in the turno\er 
in the shoe department, with parch- 
ment shades second, and dark blue kid, 
third. 


Marott Employees Dance 


INDIANAPOLIS, Inp.—( UT PS )— 
On Wednesday evening, June the 12th, 
the semi-annual dance given by the 
Mutual Benefit Association of the em- 
ployees of the Marott Shoe Shop was 
held in Liberty Hall. Those in charge 
of the entertainment and dance were: 
Ruth Devine, Madeline Michela, Rob: 
ert Payne and Fred Orman. The af- 
fair was after the fashion of a hard 
time party, and more than one hundred 
and fifty employees and their friends 
participated in the festivities. A 
“mock wedding” was the attraction of 
the evening. Another form of en- 
tertainment was the “Arch-Preserver 
court” with George I. Thompson in the 
seat of judgment, who imposed severe 
judgment to wearers of green, those 
guilty of social errors and flirtations. 

Prizes were awarded Mr. and Mrs. 
C. I. Slipher, Mrs. Fields, and Mr. and 
Mrs. J. C. Hand, who exhibited the 
highest peak of poverty. Judges 
awarding the prizes were: Arthur G. 
Brown, L. H. Noble, C. I. Thompson, 
and A. C. Brough. The old fashion 
square dances, and the steps of today, 
were a part of the evening entertain- 
ment. 


A New Arch Aid Shop 


PORTLAND, ME.—A. I. Cropley has 
taken over the shoe store, formerly con- 
ducted by Cropley & Anderson, at 510 
Congress Street, this city, and has had 
it remodeled into a parlor type of store, 
with concealed stock, featuring the 
Menihan Arch Aid shoes for women, 
and the Menihan line of style shoes. 
The decorative design of this store is 
on the modernistic pattern, which is 
carried out as to the electric lighting 
fixtures, the paneled walls and the ‘ap- 
estry covered chairs. The floor is <ar- 
peted, and the furniture is of reed. The 
shop is “a step in advance” for ‘The 
Pine Tree State.” The firm of Cropley 


& Anderson had been in business for 
20 years at the above location, and also 
at Old Orchard Beach. Mr. Ande:son 
has retired from business. 
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| Retailers Improving 


Displays; Merchandising 





Cal Mensch Says Shoe Merchants 
Are More Optimistic 


PHILADELPHIA, Pa. (UTPS)—Cal J. 
managing director of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, has recently returned from a 
two months’ intermittent visit to six 
of the States in the association group, 
and has some interesting observations 
to make. 

_The outstanding feature, he says, 
which persistently présented itself to 
him in his calls upon retailers, a fea- 
ture which has evidently been on the 


> increase during the past four years, is 
’ the tremendous improvement noted in 


window displays, general store ap- 
pearance and improved merchandising 
olicies. 
. Mr. Mensch is of the belief that 
these improvements have had a tonic 
effect upon the success of the retailers 
who have been making the changes in 
their windows and policies. He also 
finds that a generally optimistic spirit 
on the part of the merchants has been 
brought about by their awakened sense 
of attention to details such as the ap- 
pearance of the store and windows for 
the eyes of the customer. 

During the two months’ trip, well 
attended and. enthusiastic meetings 
were held by the local associations, 


operation and good fellowship. 
There are several concrete results of 


result of an address made by Mr. 
Mensch at Norfolk, Va., the Tidewater 
Shoe Retailers’ Association decided to 
“White Week” which turned 


The Pittsburgh Shoe Retailers’ As- 
sociation inaugurated a cooperative 


footwear, which was continued during 
the month of June. President William 
M. Laird, Jr., states that he had prac- 
tically 100 per cent cooperation in 
window displays and in other features 
calculated to make a success of the 
movement. It resulted in a largely in- 
creased business on tan shoes, while 
other lines were also favorably affected. 

The Richmond Shoe Retailers’ Asso- 
ciation, at Richmond, Va., reports Mr. 
Mensch. scored a big success with its 
“Ked Week.” The activities of the 
week’s drive were centralized in a field 
meet at which thousands of children 
and grown folks assembled. Prizes 
were awarded to the winners of the 
various events. 

The York Shoe Retailers’ Associa- 
tion at York, Pa., will hold its annual 
nienic on July 18, at a nearby resort. | 
The members of the association close 
their stores at noon of that dav and 
thev, their families and friends, as 
well as employees, join in the festivi- 
ties. 


Flowers Store Sold 


Dr. W. M. Scholl Donates 
$100,000 to Foot College 














Dr. Wm. M. Scholl 


1 

CHICAGO, ILL.—Dr. William M. Scholl 
has donated $100,000 to the Illinois | 
College of Chiropody and Foot Sur- 
gery, Chicago. Announcement of the| 
gift was made at the school’s annual | 
commencement, held June 8, at the Ho- 
tel Stevens, at which some sixty stu- | 
dents received the degree of Doctor of 
Surgical Chiropody. , 

After Dr. G. E. Wyneken, president | 
of the school, had told the graduates 
and their friends of Dr. Scholl’s gen- | 
erous contribution, Dr. Scholl, who was 
present was called upon. Dr. Scholl, | 
who is known throughout the shoe 
world as an orthopedic specialist, is | 
president of the Scholl Manufacturing 
Company, Inc., makers of foot appli- 
ances. He was given an ovation when 
he said the money was given because he | 
thoroughly believed in chiropody as a | 
profession and that it had unlimited | 
possibilities. The funds, with others, 
would be used, he said, in the erection | 
of a four-story building which is to sup- 
plant the old one at 1327 N. Clark 
Street, Chicago. The school, which is 
the largest of its kind in the world, has | 
entirely outgrown its present quarters. 
Plans for the new building, which will 
also house the Foot Clinics of Chicago, 
are now being perfected and will be 
made public shortly. The Foot Clinics 
handle 20,000 foot cases a year. 

As in former years, many of the 
graduates were men and women who 
are former shoe people. This year’s 
class at the school, which is in its sev- 
enteenth year, numbered representa- 
tives from twenty States in the Union. | 

At the exercises Dr. E. K. Burnett, | 





Sault Ste. Marie, Micu.—Ettore 
Gillotte has purchased the shoe busi- 
ness of O. Flowers at 812 Ashmund 
Street and will conduct the business 
after he has remodeled the building. 


New York, secretary of the National | 
Association of Chiropodists, was the | 
principal speaker. Dr. Max Harmolin, 
Cleveland, president of the association, 
and Dr. Harry P. Clifton of Baltimore | 
were others at the speakers’ table. | 


| completed 





Davison-Paxon Open 


Imported Shoe Section 


ATLANTA, GA. (UTPS)—Hundreds of 
shoppers thronged the new imported 
shoe department of the Davison-Paxon 
Co. on the day of its opening, recently. 

The new department, which is 
cated at the entrance of the second 
floor, is arranged with the usual con- 
venience and attractivenesss of a Da- 
vison-Paxon department, and the shoes 
range from sport models to those for 
street and evening wear. 

The shoes, which have been placed 
on the market at a price below $4.00 a 
pair, are from the factory of Bata, in 
Czecho-Slovakia, said to be the world’s 
largest manufacturer of women’s shoes. 
The Bata factories, according to Davi- 
son-Paxon officials, turn out 130,000 
pairs of shoes a day. 

Through a special arrangement, R. H. 
Macy & Co., New York, with which the 
Davison-Paxon company is affiliated, 
supplied the Bata factory with Amer- 
ican designs, and the factory produced 
the shoes for the store. So successful 
was the arrangement in New York that 
it was decided to introduce it in At- 
lanta as well. 


C. P. Brady Loses Son 


ATLANTA, GA. (UTPS)—Friends of 
Charles P. Brady, manager of the 
men’s shoe department of the George 
Muse Clothing Company, are sympa- 
thizing with him in the tragic death of 
his son, John Thomas. 

John Thomas, with two small broth- 
ers and a number of playmates, was 
sliding down one of the chutes intu 
the pool at Brook Hills, near his home, 
when a companion, just behind him, 
saw him lying face upward on the bot- 
tom of the pool. 

He sounded an alarm, and although 
first aid treatment was applied by the 
life guard and a physician who was 
summoned, it was without success. 

Doctors believe that he suffered from 
a heart attack on the slide, as he was 
only under water a few minutes when 
discovered. The funeral was _ held 
Thursday morning, June 13, from Sa- 
cred Heart Church, of which he was a 
member. 











Price Bros. Store Moving 


CHICAGO HEIGHTS, ILL.—Having out- 
grown its present quarters, Price Bros. 
smart footwear shop, now in the Alex- 
ander Building, will move shortly to 
new quarters in the heart of the busi- 
ness section. The new location has a 
street frontage of 24 feet and a depth 
of 80 feet with a full basement. 

A front of the latest type is being 
installed and when alterations are 
the new store will be the 
finest and most modern in this city. 


Adams Buys Muller Store 


BAKERSFIELD, CAL.—Carl A. Adams, 
who has been associated with H. G. 
Muller for the past twelve years as 
manager, has bought out the interest 
of the latter. This shoe store is now 
being operated under the new owner’s 
name. Men’s and boys’ popular priced 
shoes are carried in connection with 





a repairing business. 
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Alt that is authentically 
correct in footwear for 
Graduation 


FOR THE UP-TO-DATE TRIM 


Modernistic card holders, gold with black trim (3-color festoon base between frame and 
plateau) enhance the beauty of your window cards — harmonize with the 
finest of window display fixtures 













You say what your window sales mes- 
sage requirements are—and we supply 
them. 














Attractive window-messages give the 
store its voice, and double the sales- 
pulling value of your window trims. 














ishing. 
Me achting. 
Golfing, 












Above illustrates one of 14 July cards— 
4 colors. Sure to hold the window-shop- 
per’s attention to the trim. 





















Attractive 
Hand-Lettered 
Price Ticket 


69c to $17.50 


25c per dozen 
6 doz.—$1.25 
12 doz.—$2.25 
24 doz.—$4.00 
Check With Order, 
Please 



























Printed Price Tickets 


All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c. to $14.00—Orange Border 












24 doz.— $3.50 

12 each of 6 prices 85c. 
12 doz.—1.50 
24 doz.—$2.50 

1 doz. of one price 15¢ 

















BO 





Cash or stamps 
with order 





Figures 
(Acteal | Size) 








June 22, 1929 


BOOT AND SHOE RECORDER 





14 


interchangeable show card monthly service, all sales messages 


different, each month’s cards of different designs and colors. 


—It is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 


use it with profit. 
12 card service $5.00 


Per mo. 
General service for men’s, women’s, 
children’s shoes (and hosiery). 
4 card holders 
100 blank price tickets 





Mail the Coupon 


In the panel are brief de- 
scriptions of the 


Services we offer. 
one you wish. 


Mail the coupon today! 


Art Card Holder Base (above) 


Supplied free to annual card service members only. 
in either Gold or Silver trim—mottled finish, felt 
bottom. Store name in panel, if you wish. Very 
tasty and attractive. You'll be proud of them alongside 
your finest window fixtures. 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Ask us if your town is or may be open 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


several 


Select the 


6 card service $3.00 


2 card holders 
50 blank price tickets 


aged Select the a “il 


Service YouWish— 
Then Mail Coupon 


Servi 6 cards (7”%x!!”) 

” 4 Card Holders 

No. 1 100 Blank Price 
ckets. 


Ti % 
$4.00 monthly ($48.00 the year). 


i _ cards (7”x11”) 
Service Card Holders. 
No. 1-B too. Stank Price 
$5.00 ence’ (90000 the year) 

UN 6 cards, 2 Card 
J TOR Holders. 

Service 50 Blank Price 
Tickets. 








$3.00 monthly ($36.00 the year). 
Printed Price Tickets 


Olive green or orange berder with biesk 
figures 


12 each of any six prices, 50c. 
per month if wan with any 
annual card service. 


ai, I 








COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Ili. 


Please enter our order for the Recorder “Selling 
Messages” card service No. 

year, consisting of ———— rd 

and art card holders, with the firet month's 
service, besinning with —_ a for July, for 
which we will per year, payable 


$ per a 
For cash in edvence full year’s service, 5% 
ration of 


discount. 
(If service be discontinued before ocder. 
ditional for each 


we agree Jy $1.00 per month a 
month’s card service delivered.) 
We sell Men’s, Women’s, Children’s shoes, and 
hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 


Place following name on card holders 


Printed Price Tickets :— 


S— §— $—_ §- — §-— 5—_ §-— 5 — 


Store name 


(June 22nd issue) 
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WHERE TO: BUY 
Men’s Shoes 





WRITE TODAY FOR CATALOGUE 


iran 


KUMFORT-ARCH SHOE 


Mace excvenny bY Tet 
EMERSON SHOE MFG CO 
ROCKLAN, MASE 














‘ ( gist j 
T GRADE 














FoR MEN 


(P).. A. PACKARD CO., Makers 
BROCKTON —, 


<A 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 
A. B. NETTLETON CO. 


B. W. COOK, President 
N. Y¥., U. 8. A. 


SBMS FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINS 
SHOES 
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Philadelphia 
Shoe Exhibit 
Opens Monday 


50 Lines to Be Shown for 
Three Days at Adelphia 
Hotel 


PHILADELPHIA, Pa.—Under the title 
Shoe Manufacturers’ Representatives 
Exhibition, approximately 50 lines of 
shoes will be shown in the Adelphia 
Hotel here for the three days begin- 
ning Monday, June 24. The project is 
under the auspices of Philadelphia 
shoe salesmen with Frank L. Fitz- 
patrick as general chairman. Stuart 
Frey is secretary-treasurer and Frank 
Sullivan is chairman of the entertain- 
ment committee which has arranged 
an elaborate entertainment program 
for the visiting buyers. The general 
committee for the event consists of 
William Brennan, Clarence Beckett, 
William Bolen, Newton C. Compton, 
Horace Cunningham, B. B. Davis, L. 
Lester Enow, Robert Emmitt, Robert 
Halperin, J. W. Hanley, Sydney Horo- 
witz, Harry King, Paul Lippincott, 
Harry Legge, William Miller, I. Frank 
Oberfield, Morris, Schaeffer, Frank 
Sarp and George Yettman. 

Among the lines booked for exhi- 
bition are: 

Best-Ever Slipper Co., Brooklyn, N. 
Y.; Bradley-Goodrich Co., Haverhill, 
Mass.; Carlisle Shoe Co., Carlisle, Pa.; 
Chapline-Mayer Co., Milwaukee, Wis.; 
Crispin Shoe Co., Haverhill, Mass.; 
Diamond Shoe Co., Brockton, Mass.; 
Dixon-Bartlett Co., Baltimore, Md.; 
David Shoe Co., Baltimore, Md.; Endi- 
cott-Johnson Co., Endicott, N. Y.; 
Eaton, Chas A., Co., Brockton, Mass.; 
Florsheim Shoe Co., Chicago, Ill.; Gib- 
bon. C. S. Co., Philadelphia, Pa.; Hoyt, 
F. M., Co., Manchester, N. H.; Hey- 
wood Boot & Shoe Co., Worcester, 
Mass.; Interstate Shoe Co., Manches- 
ter, N. H.; Marion Shoe Co., Marion, 
Ind.; Old Colony Shoe Co., Brockton, 
Mass.; Richards & Brennan Shoe Co., 
Randolph, Mass.; Red Cross Branch— 
U. S. Shoe Co., Cincinnati, Ohio; Reed, 
E. P., Co., Rochester, N. Y.; Slater Co., 
Cc. B., S. Braintree, Mass.; Watson 
Shoe Co., Stoughton, Mass.; Wright & 
Co., E. T., Rockland, Mass., and Wylie- 
Masters Co., Philadelphia, Pa. 


Navy Wants Shoes 


WASHINGTON, D. C.—The Navy De- 
partment will open bids on 140.000 
black, low leather shoes under schedule 
1141, standard specifications, on July 
2. The shoes are to be delivered to the 


a 


Naval Supply Depot in Brooklyn. 








La Valle & Lo Presti 
Dissolve Partnership 


D. La Valle to Continue 
Individually 


NEw York, N. Y.—The well-know 
partnership firm of La Valle & 
Presti, manufacturers of bench-m:: 
footwear here, has been dissolved by 
mutual consent of the partners, Dv m- 
inick La Valle, Charles Lo Presti «nd 
Antonio Lo Presti, and the business is 
being continued individually, as a cor- 
poratien, by Dominick La Valle, under 
the title of La Valle, Inc. There has 
been no change in the organization, 
factory personnel, etc. 

It is understood that the Lo Presti 
Brothers will engage in other enter- 
prise. The La Valle factorv and sales- 
room continues at 632 Broadway and 
Mr. La Valle retains his interest in the 
business of John S. Gray, Inc., of 
Syracuse, N. Y. 


St. Louis Wholesale 


Trade Maintains Pace 


St. Louis, Mo.—With the seas 
approaching a_ close, business 
the wholesale district maintains x 
volume and increases in shipments are 
anticipated for the month, in 
of the figures which at present are 
running slightly under those of a year 
ago. 

In another week practically al! of 
the Fall lines of the general line 
houses will be in the hands of the trav- 
eling men. In a majority of the 
wholesale houses the lines will be sent 
to the men and no house sales confer- 
ence will be held. 

In popular priced footwear retailing 
at $5.00 and $6.00, style men predict 
the volume will be for patent leather 
with at least 50 per cent of the sales 
credited to this material. Brown will 
play an important factor in the 
program with a prediction for 
color of approximately 40 per cent. 
Blue is announced as claiming tl 
greater portion of the remaining 
per cent. 

In better grade footwear brown is 
given precedence over black by a w 
margin. The lighter color of brown 
will be introduced early, with mer- 
chandise of this type trending to the 
darker shades later. Early buyers in 
the market express enthusiasm for 
brown, claiming a ready acceptance by 
the consumer after a season of high 
colors. 

There have been no announcements 
regarding prices. What effect the 
threatened tariff situation has caused 
is conjecture. 
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Golden Rule Expansion | 


LYNN, Mass.—James Daly, manager 
of Daly’s Golden Rule factories, plans 
to start a new shop, to be known as 
factory No. 4, and to increase output 
to more than 10,000 pairs daily. He is 
discussing with labor leaders new price 
lists for making a new grade of shoes, 
and, also, with the Chamber of Com- 
merce regarding a location for his new 
shop. 


Discontinues Business 
To Join Compo Corp. 


Mass.—Maurice E. Bresna- 
han, son of Maurice V. Bresnahan, 
Lynn, Mass., (who will be remem- 
bered as the inventor of quite a few 
machines for use in shoe factories, in- 
cluding bottoming machinery for Mc- 
Kay shoes), has joined the staff of the 
Compo Shoe Machinery Corporation, 
and has been made assistant chief en- 
ineer. 

“ Bresnahan, although young in 
point of years, has had wide experience 
in shoe manufacturing, and this ex- 
perience will now be all to the benefit 
of the manufacturers using Compo 
equipment. 

‘Mr. Bresnahan has discontinued his 
business, known as the Maurice E. 
Bresnahan Shoe Company, of Lynn, 
Mass.. makers of women’s fine Mc- 
Kay’s and Littleway’s. For the pre- 
sent Mr. Bresnahan will be stationed 
at Cincinnati, Ohio. 


LYNN, 


Brown Shoe Co. Holds 
Regional Sales Meetings 


St. Louis, Mo.—Brown Shoe Com- 
pany sales executives headed by T. F. 
James, vice-president in charge of sales, 


are holding regional sales meetings with* 


the traveling men, and conducted two 
such meetings during the past week, one 
in Memphis, where Fred Moncur, divi- 
sional sales manager, assisted Mr. 
James, and a second meeting held at 
Dallas, where Assistant Sales Manager 
Clark Gamble, together with Mr. James, 
conducted the meeting. Encouraging 
reports were heard from the men in the 
territory, and crop conditions from 
Texas are glowing in their predictions. 


Quarter Century Club 
Meets 


BEVERLY, Mass.—The Quarter Cen- 
tury Club of the United Shoe Machin- 
ery Co. had its third annual outing at 
the U. S. M. Country Club here June 
8. George M. Gordon, of the Brockton 
office, president, conducted the meeting. 
Among the guests were E. P. Brown. 
chairman of the board of directors; 
George C. Thomas, manager of “The 
Shoe”; George H. Vose, superintendent 
of “The Shoe,” and Hon. Roy K. Patch, 
mayor of Beverly. 

Harrie L. Ober, of Beverly, was elec- 
ted president; Frank E. Alger, of Bev- 
erly, treasurer, and J. B. Geddes, of 
Boston, secretary. George H. Abbel, of 
the St. Louis office, was elected a trus- 
tee for a term of three years. 


| lattices. 
| tightly woven lattices, or a fine mesh 





New Vamp Weave 
Patented 


LYNN, MAss.— 
Karl Stritter, of 


Strout & Stritter, | 
granted | 
patents on a meth- | 


has_ been 
od of making lat- 
tice 
vamps or quarters 
of shoes. His 
method provides 
for cutting a por- 
tion of the vamp, 
or quarter, into 
strips, and for cut- 
ting other strips in 
The black strips 
are a continuation 
of the forepart of 
the vamp 


and for 
the strips into a 
lattice. The result 


is a woven design | 
| in the vamp, or quarter, as a means to 
; novelty of style and also as a method 
| for ventilating the foot. 

Strout & Stritter are already manu- | 


facturing shoes under Mr. Stritter’s 
patent, and the shoes are being sold as 
“Blinkers.” Those for summer have 
somewhat wide spaces between their 
The new styles for fall have 


of leather. 
Some makers of men’s shoes are con- 


| templating the adoption of this pat- 
| ented process to their shoes. 


They be- 
lieve that the vamp with the Blinker 
weave in it would make an uncommonly 
good sport or golf shoe. 


To Test Design Patent 


NEw York, N. Y.—A test case on the 
validity of shoe design patents is seen 
in the institution of suit in the U. S. 
District Court by Delman, Inc., manu- 
facturers of shoes, against Saks & Com- 
pany, alleging that the latter have in- 
fringed on a design patent controlled 
by the former. 

The design patent controlled by the 
complainant, according to the moving 


| papers, is the invention of Charles Mo- 


rali and embodies an original and or- 
namental design used in the manufac- 
ture of women’s shoes. Application 


| was made for the patent last Decem- 
| ber and it was issued on April 30 last, 


it is alleged. 
The complaint stresses the point that 
“women select shoes which they pur- 


| chase primarily by reason of the attrac- 


tiveness of the design of the shoe,” 


| and avers that “purchasers of shoes 


bearing the said design (the one de- 
scribed in the patent) select such shoes 
by reason of the refinement of lines and 
unusual gracefulness of appearance.” 
It is alleged that the defendant has 
been and is offering for sale shoes em- 
bodying the design described in the 
patent, at a lower price than the shoes 
made by the complainant under the 
patent are sold, and that the defendant 


| is continuing the practice despite the 


fact that demand has been made that 
the department store desist from doing 
so. 

Briesen & Schrenk represent the com- 
plainant. 


weaves in| 





the leather linings, | 
weaving | 
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WHERE TO BUY 
Men’s Shoes 
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fon PROFITABLE 
BUSINESS IS WANTED. SELL- 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





<NANS 

anne 

Men’s and 

Women’s 
“Companion- 
ate” Slippers 
Turns only—Oate 
leg on reqearat $2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 


In Stock 








PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Waa, = 
sont on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 





~~ Se ee ee i i eed 


WHERE TO BUY 


Store Fixtures 


ied 


7+ ’ 1 ¢ } > ¢ Jif 
NEW GOODWIN CATALOG 
of SHOT PORE FIXNTURES 
ind SEORE INSTALLATIONS 
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WHERE TO BUY 
Slipper Supplies 








FEATHERS 


BOUDOIR SLIPPERS 
OSTRICH and MARABOU 
TRIMMINGS 
Samples and quotations given promptly 
COLUMBIA MARABOU CO., Ine. 

45 East 20th § New York 





Telephone Algonquin 3799-6733" 
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WHERE TO BUY 
Ballet Slippers 


i i ed 











: — ' Soft Toe 
oe Le 
: ‘ Ballets 
‘ Black Kid 
Expertly Designed Misses & 
Women’s Children’s 
tn No. 100—Regular ...... $1.50 $1.40 
Stock No. 500—Buck Sole.... 2 


H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicago 











Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 
ing footwear 
and accessories. At once 
service. Send for catalog. 











Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























Black Kid 
BALLET SLIPPERS 
Made on Right and Left Lasts 
600— (Top Grade) q 
oes 
Coast Prices Slightly 
BROOKS SHOE 
MFG. CO. 
Philadelphie— 
1725 No. 6th 8 
Los Angeles—1162 So. Hill &t. 











i 
sere 


Rights and Lefts 
Two Grades 








Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 
“1.85 1.80 1.26 
In Stock 
325 West Monroe 





Chicago, Ml. 














Millers Are Directors 
In Newly Formed Bank 


NEw YORK, N. Y. 
—I. Miller and 
George Miller, pres- 
ident and vice-pres- 
ident respectively of 
I. Miller & Sons, 
well-known manu- 
facturers and deal- 
ers in women’s 
shoes, are directors 
of the newly organ- 
ized Broadway Na- 
tional Bank and 
Trust Company 
which, it is an- 
nounced by David 
A. Brown, chairman 
of the board of direc- 
tors of the institu- 
tion, will begin busi- 
ness at Fifth Ave- 
nue and Twenty-ninth Street, New 
York City, on June 25. Authorization 
to do business was granted by the 
Treasury Department on May 20. 

The j Ree, mt National Bank and 
Trust Company is capitalized at $2,- 
000,000 and will begin business with 
a surplus of $1,000,000. 

S. Sargeant Volck, until recently 
senior vice-president of the Nassau 
National Bank, is president of the new 
institution. Mr. Volck is also a mem- 
ber of the executive board of the Trust 
Company of Scarsdale, N. Y., and a 
director of the Rediscount Corporation 
and Credit Corporation of America. 
The cashier is William C. Thompson, 
who was formerly cashier of the Amer- 
ican National Bank and Trust Com- 
pany of Mount Vernon. 


Self-Service Shoe 
Shop Opens in Paterson 


PATERSON, N. J. (UTPS)—A new 
shoe store has been opened here where 
you may walk in, examine the shoes 
from all sorts of places where they 
have been displayed, try them on if 
you choose and when you have selected 
your style show it to the salesman and 
he will get you the desired size. It 
has been extensively advertised as the 
only “Self Service” shoe store in the 
city of Paterson, and their method of 
display, while perhaps not the most 
artistic, is at the least effective, since 
they are selling many pairs of shoes 
from the $2 grade up to those of the 
highest prices ($14). 

One fastidious buyer claimed it 
looked “too much like junk.” The kind 
remark having been heard by the man- 
ager, who took particular pains to 
show her the shoes were not junk and 
some of the best grades of shoes were 
handled. He explained that it was 
necessary in an industrial city to cater 
to more than one class of trade, and 
he believed that this was the only way 
to do this. 

It is called the “Self Service Shoe 
Store” and located at 88 Market 
Street, in a row of new buildings 
which has recently been completed. 
They advertise it as a “cut rate” shoe 
store also, and the windows, etc., have 
been plastered with signs calling the 
attention of the public to what they 
have inside, the various makes of 
shoes handled and quoting prices. 





I. Miller 








800 Learned Shoemaking 


LYNN, Mass.—Lynn’s shoe schoo] 
closes this month for its summer vaca. 
tion. During its past year, 800 shoe. 
makers have taken special courses jp 
shoemaking, not beginners, but sea. 
soned shoemakers who went to school 
to improve their skill, most of them at. 
tending evenings, after finishing a 
day’s work in the factory. Besides, 
there were the regular day classes for 
beginners. It is hoped that when the 
school begins its new term in Septem. 
ber, it can arrange to provide instruc. 
tion for at least 1,000 shoemakers. 


Lynn Producers Are 
Optimistic on Outlook 


Expect Influx of Orders Early Next 
Month 


Lynn, Mass.—A tide of optimism is 
rising as July markets draw near, and 
reports of good orders on hand, or in 
sight, are becoming increasingly com- 
mon. Several concerns are preparing 
to increase their production. One firm 
aims to the making, soon after the 
Fourth of July, more pairs of shoes per 
day than have hitherto been produced 
by any one firm in the history of Lynn. 

Manufacturers are taking in supplies 
of leather and materials, some doing so 
in anticipation of a rise in prices when 
the buying gets to be good, as well as 
with the thought that if Congress puts 
a duty on hides and leather, prices will 
advance. The question of shoe prices is 
an open one, to be threshed out in the 
July markets. Chain stores, who are 
arranging to take more Lynn shoes 
than ever, succeeded in keeping down 
prices during the last big rise in hides 
and leather. 

Asymmetric tongues and tips are 
among the new conceits of fashion. The 
sabot pump, in a new form, has ap- 
peared in the sample lines. Oxfords 
keep on gaining friends, and the new 
models show those with two, three, four 
and five eyelets, some with tongues and 
some with open fronts. Buckles float 
over insteps, like airplanes in the sky. 
Only a few do nose dives. The trim of 
the shoe matches the design of the 
buckle. Strippings are woven through 
vamps, or quarters, with a flat needle, 
or are stitched on in geometrical de- 
signs. Ombre panelings continue 
among the smart styles. 

Materials continue to present suedes, 
fine grains on calf and kid, and rep- 
tiles; also fine fabrics for dancing slip- 
pers. The latter promise to show an- 
other increase the coming run. Com- 
binations of materials, suedes and 
grains, grains and reptiles, and suedes 
and reptiles, are numberless. Colors 
are more subdued. So the designers are 
brightening up shoes and some of the 
pattern shops have lately been work- 
ing overtime. This is a sign of a good 
volume of business, as well as of an 
abundant variety of styles. 

Sport models are expected to run 
strong in the fall. The new generation 


likes to prolong its outdoor sports and 
pastimes until the last possible moment. 
An interesting feature of the sport 
goods trade is the increasing demand 
for riding boots. 
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Reduces Capital Stock 


ALBANY, N. Y. (UTPS)—John J. 
Lattemann Shoe Manufacturing Co., 
Inc., Brooklyn, through Strouse & 
Goldstone, attorneys, 271 Madison 
Avenue, New York City, has filed a 
certificate in the office of the secretary 
of state reducing the amount of its 
capital stock from $500,000 to $250,000. 


Field Shoe Co. Buys 
W. L. White Store 


Des MOINEs, Iowa (UTPS) — The 
Field Shoe Company of Des Moines, 
Iowa, recently purchased the business 
of the W. L. White Shoe Company, lo- 
cated adjacent to the Field building. T. 
Frank Jaques is president of the Field 
Company, with H. A. Alexander, vice- 
president, and W. E. Evans, secretary- 
treasurer. 

R. J. Barnes and Joe Limoges, who 
have owned the W. L. White company 
for several years, have made no plans. 
The W. L. White company was founded 
by Mr. White more than 50 years ago, 
and has been in existence at its final 
location for 35 years. 

The nvresent management of the Field 
Shoe Company assumed control 11 
years ago, purchasing the business from 
its founder, Fred Field. Both stores 
were among the leading independent 
shoe shops of the city. 

Mr. Jacques announces that the stock 
of both concerns will be placed in the 
Field building, which will be enlarged 
as soon as arrangements can be com- 
pleted. The stock and fixtures of the 
White company were valued at $30,000. 


Stenchever’s, Paterson 
To Be Enlarged 


PATERSON, N. J.—Max Bodner, pro- 
prietor of Stenchever’s shoe stores, at 
96 Main Street, Paterson, and 743 Main 
Avenue, Passaic, has announced the 
signing of a contract for a $200,000 
addition to his local store. 

This is the first radical move Stench- 
ever’s has made in the Paterson store 
since 1885. For forty-four years, this 
shoe store has remained in the same 
location, first occupying but one store, 
to which a mezzanine was later added, 
and finally annexing the next door 
store which was made into an up-to- 
date men’s shoe shop. 

The new addition will extend all the 
way from the back of the present store 
to West Broadway. More than 2500 
square feet of floor space will be 
added to the present store, and when 
building operations are completed 
Stenchever’s will unquestionably be 
one of the largest and most modern 
shoe stores in New Jersey, as well as 
one of the most outstanding stores of 
its kind in the East, catering to a 
strictly hig class clientéle. 


New Baker’s Shoe Store 


LOUISVILLE, Ky.—The location va- 
cated by the Emerson Shoe Company 
on Fourth Street has been leased to 
Edison Brothers who will operate a 
Baker’s Shoe Store there. 








Kangola Goes on the Air 


RocHEsTEeR, N. Y.—C. D. Brown & 
Company, of Rochester, N. Y., manu- 
facturers of “Kangola” calf leathers, 
have arranged for a series of radio 
broadcasts to tell the world of the su- 
perior qualities of “Kangola.” 

Sax Smith and his “Kangoliers” will 
play a program of dance music over 
Stations WHAM and WGY on Friday 
nights at 6:45, Eastern Standard 
Time. 


Change to “Petot” Shop 


INDIANAPOLIS, IND. (UTPS) — The 
Evart shoe shop, 50 Monument Circle, 
will be known as the Petot Shop in 
the future. The shop has been closed 
for the past week, in order to change 
the stock. A new line of $6 footwear 
will be featured exclusively. L. 
Morrison will be in charge of the shop. 


Should Cut Price Sales 
Be Abolished? 


[CONTINUED FROM PAGE 46] 


wall dump down the street to dictate 
your policy? Is it sanity to allow a 
bigger competitor to steer your course 
for you? 

It is safe to say that most of the 
stores in your town are opposed to 
sales. They would all like to escape the 
evil. They would welcome reform. But 
they are of the same mind—“We have 
to do it.” They are afraid of you. You 
are afraid of them. Each thinks the 
other is about to throw,a sale. Would 
it not be a wonderful thing if you could 
all get together and agree upon an ar- 
mistice? When honest men agree, 
thieves take to their holes. Evi! forces, 
everywhere, profit by dissensions among 
the good people. Just so long as the 
better merchants disagree and fight 
each other the bad ones will reap a 
harvest and further upset the public 
mind concerning the shoe business. 

A clean-up in the shoe business is 
possible if the better element organizes 
and stands together for reforms. Let 
us say that in your town there are 
seven stores. Six of them are willing 
to enter into an agreement to abolish 
sales. The obstreperous seventh should 
not be permitted to nullify the entente. 
Let him go his way. Ignore him. It 
will not be long until he will clamor 
for admittance. He will find the public 
eye upon him in a very questioning 
way. They will begin to say: “What’s 
the matter here? The best stores in 
this town are carrying on business in a 
fine, clean way. One store continues to 
be a junk shop. We will patronize the 
better ones.” 

After all we are inclined to follow the 
one who sets us a good example in right 
living. We look up to a great leader. 
We emulate great men, great minds. 
Why should we not.set a higher stand- 
ard in the shoe business and compel 
respect? 

Get together and agree. Sign, seal 
and deliver a bond that each and all will 
stand together in a war on bad business 
methods. Quit throwing away that 
which rightfully belongs to you. 
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Wooden Beach Shoes 
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Wood Sole Bathing Sandals 
Ladies’ and Men's 
sizes, White Canvas 
tops; if 

sired; durable 
fastening ; preat- 
able line for 
dealers. 

A. H. RIEMER SHOP CO. Mfrs. 








20th & Vilet Sts. Milwaukes, Wis, U. B& A. 





i i i eal 


WHERE TO BUY 


Women’s Shoes 
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TO RETAIL TO RETAIL 





REST-O-ARCH 
Novelty Corrective Shoe 
15 STYLES IN STOCK 


Rigid Steel Shanks—Combination 


masts 


Catalog on Request 
CALE SHOE MFC.CO 


MANCHESTER, N. H. 


i il 


WHERE TO BUY 
Children’s Shoes 
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Approved by Medical Men 
4s a fully ventilated shoe 
the Burkley Ventilated 
Foot Developer is unex- 
celled. Well known sur- 
geens recommend its use. 


Burkley Shee Co. 
1156 Ne. Main 8t. ff 
Brockton, Mass. 








A GOOD BUY AT 70c. 
oe Chrome Pat. One Strap, 
$0.70, 6% 


T. F. CORCORAN 
460-462 Union 8t.— 
Lynas, Mase. 














DISTINCTIVE PLAY FOOTWEAR 
Tebdion ells and Kiiddicmose 
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WHERE TO BUY 


Women’s Novelties 
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tn Steck $3 te $5 Sellers Overcome ‘‘Summer 
Siumps”’ 
The right styles at right 
prices will pave the way 
for increased summer 
sales. No matter what 
season comes, a few pret 
ty styles in your window 
will get you busiaess. Do 
you want a salesman, sam- 
ples or ciccular? Write to 
isee the ‘‘slumpless’’ line. 





fleribility. 








30ND SHOE COMPANY 132 Duane St.. New Ver* 





Shoe Retailing Shows 
Slight Profit Increase 
[CONTINUED FROM PAGE 33] 


an increase in operating cost—the other 
70 per cent showed a reduced expense 
account. 
paragraph concerning the 
toward proprietor’s account. 


tendency 
Below is 


the summary of the expense percen- | 
| dow faces, eight on either side the en- 


tages in similar form as quoted on the 
Gross Profit: 
“A” GROUP 
Expense Low Average High 
Percentages .... 24 28 38 
“B” GROUP 


Expense Low Average 
Percentages .... 22 30 


“Net Profit is a more difficult figure 
to average than any of the others, for 
the reason that many of the returns 
showed discounts earned separately 
from the total year’s figures and others 
neglected to cover depreciation. In fact, 
this other definite tendency was re- 
flected by the returns that some stores 
which would reflect an operating gain 
for the year of $5,000 would show only 
$2,000 gain in net worth for 1928 over 
1927. In each case we have emphasized 
the importance of reconciling the op- 
erating statement into the inventory. 
However, the returns which we shall 
give are nét profit and will be the actual 
difference in percentage between gross 
profit and operating expense. It must 
be borne in mind that in some cases 
the net profit would be increased by 
discount terms and in other cases it 
would be decreased by depreciation. 
Below are the figures for net profit 
on the above basis. In the returns, 60 
per cent of the stores showed an in- 
creased amount of net profit and 40 
per cent a decrease. Here are the per- 
centage figures: 

“A” GROUP 
Low Average 

.—4 +3 

“B” GROUP 


Low Average 
al +4 


High 
41 


High 
+12 


Net Profit 
Percentages . 


High 
+13 


Net Profit 
Percentages .... 


This, in spite of the above | 





The recommendations by the N.S.R.A. 


made after study of the figures are: 


“First—A division of Pay Roll which 


will establish a Proprietor’s account at 
an amount somewhere near in propor- 
tion to what he would pay if he were to 
turn the business over to someone else 
for complete management. 


“Second—T hat advertising should not | 


be decreased except for items which are 
really donations, but rather should be 


built up nearer to 3 per cent or more, | 


than down to less than 2 per cent. 
“Third—That the gross profit mar- 
gins are still inadequate. 


shoes, at 40 per cent or over, and even 
in these returns for 1928 that same 40 
per cent is offset by sale mark-downs. 
Nevertheless, the average is what is im- 


portant, and that is still about 3 per | 


cent below what it should be. 


“Fourth—The rate of turn-over is | 
not a credit to the industry, and even | 
the smaller stores of less than $50,000 | 
volume must adjust stocks to get double 


turn-over at least, and for volumes 


| above $50,000 the turn-over should be 
| from 2.5 to 3.0.” 


Packard Store Opens 


In Minneapolis 


MINNEAPOLIS, MINN.—(U T PS)— 
Packard’s exclusive women’s footwear 
store opened Wednesday, June 19, at 
813 Nicollet Avenue. The store has a 
modernistic front with staggered win- 


trance, pitched at an angle inward 
from the top to the bottom, giving more 
room for the entrance without de- 
tracting from the window displays. 
Walnut is the interior finish, the 
hosiery stock at the immediate left, 
the shelving having a 4000 pair ca- 
pacity. A specially woven rug covers 
the floor, a restful taupe and red color. 
The management negotiated to have 
Gilda Gray, who was at the Keith- 
Orpheum house, to be present the open- 
ing morning. This is a one-price store, 
$6.50, and is operated by experienced 
shoe men, both of whom, A. B. Pack- 
ard and Sydney Schiewitz, come from 
the Packard-Rellin shoe store chain at 
Milwaukee, Wis. 


Wedding Bells 


INDIANAPOLIS, IND.—(UTPS)—Dan 
Cupid has played havoc with the sales 
force at the Marott shoe shop. Three 
of the young ladies who have been in 
the service of the store for more than 
five years will become June brides. 
The fortunate young ladies are Miss 
Leona Marsh, one of the cashiers. 
Madeline Michela. stenographer, and 
Margaret Crutchfield, of the credit 
department. 


Kelly Succeeds Lyon 


Boston, MAss.—William Kelly has 
become manager of the Boston office 
of Salomon & Phillips, old established 
leather merchants. He succeeded the 
late Fred G. Lyon, who was with 
Salomon & Phillips for 33 years. 


Undoubtedly | 
many merchants are marking some of | 
their shoes, especially dangerous style | 


| Dry Goods Company has been n 
| to a more desirable 
| main floor of the 





W. Harry Slade Dead 


Boston, Mass.—A wide circk 
friends throughout the shoe trade 


| be shocked to learn of the sudden death 


of W. Harry Slade, assistant treasure 
of C. D. Kepner Leather Company, }}os- 
ton, on the evening of Tuesday, June 18. 

Mr. Slade, who was at his summe; 
home at Duxbury, plunged into the wa- 
ter while overheated and died instant}, 
as the result of the shock. 

He had been connected with the ( 
Kepner Leather Company for tw: 
seven years, entering their employ 
boy and working steadily upward ¢y ; 
position of great responsibility. His 
genial, cordial personality endeared him 
to all. He leaves, besides his widow, 
two boys, aged respectively sevent: 
and eighteen. The funeral was 
Thursday, June 20, from his former 
residence in Newton Center, Mass. 


Move Shoe Department 


INDIANAPOLIS, IND.—(UTPS ) 
The shoe department of the Pttis 
ved 
location on the 
building. New 
equipment throughout has made the 
department very attractive, with the 
stock entirely out of view of the 
patrons. F. E. Connor, who has re- 
cently taken charge of the department, 
says that the sales have shown a very 
substantial increase. 


Edgar D. Baker Dead 


ELMIRA, N. Y.—Edgar D. Baker, 
president and principal owner of the 
Hudson Shoe Co., 307 East Water 
Street, this city, died recently at the 
Arnot-Ogden Hospital, following a 
three weeks’ illness. Mr. Baker was 43 
years of age. He was born in Canton, 
Pa., and came to this city in 1923. He 
is survived by his wife, three sons, three 
sisters, one brother, and his parents. 
He was buried in Johnstown, Pa. 


Keeping Feet Healthy 
[CONTINUED FROM PAGE 37] 


them turned outward. Straighten 
knees and lower heels. 

. Stand with the feet straight, bend 
the knees, keeping them turned 
outward. Keep the whole foot on 
the floor with weight on outer 
side. Straighten knees. 

. Standing, with the feet st: 
rotate the knees outward. 
. Walk on outer sides of foot. 30 

steps. 7 

. Sway forward until you nearly 
fall forward, then sway bac< till 
you nearly fall backward. 30 
times. 

. Stand on turkish towel “pieon- 
toed” heels on hem of towel. Grip 
towel with toes and pull under 
arch of foot. Keep this up until 
whole towel has been gathe: 


GENERAL DIRECTIONS. 
i. Take all these exercises wit 
bare. 
2. Stand and walk with toes s' 
ahead, not turned out. 
3. Practice exercises daily, 
morning preferably. 


Light, 
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lets with Sporty stripes of buff 

brown or black and white have become 

identified with the smart sport shoe, Diamond 

Brand Visible Fast Color Eyelets are one of the 

== smaller but important items necessary for the 

No. 313 ‘Bee correct and fashionable appearance of footwear. 


DIAMOND BRAND /isible FAST COLOR EYELETS 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our cure 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





RESIDENT SALESMEN 


To carry fast selling line of women’s novelty shoes to retail $2.95-$3.95. All 
states open. If interested state experience. Excellent proposition. Boston’s 


fastest growing novelty house. 


WASSER-ABRAHAM COMPANY 


Boston, Mass. 





‘i 





Live Salesmen with 


Established Trade 


Fast selling line women’s McKay stand- 
ard styles arch support shoes, carried in 
stock to retail for $3 to $5. Straight 6 
per cent commission. In following terri- 
tories: (The Bronx and below Albany, 
N. Y.—also adjacent counties in N. J.), 
(Manhattan Island), (Brooklyn, Long Is. 
and Staten Is.), (Virginia), (Ohio), (W. 
Virginia and Kentucky), (Indiana), (De- 
troit and vicinity), (Alabama), (Illinois, 
outside Chicago), (lowa), (St. Louis and 
vicinity), (Washington, 

tana, Idaho), 

mont). are Boot and 
Shoe Recorder, 239 West “39th St., New 
York City. 


Salesmen Wanted 


To sell the most outstanding line of 
women’s, young ladies’ and misses’ arch- 
supports and sport shoes, to retail for 
$3 and $4. Most popular models carried 
in stock for immediate delivery... Six 
per cent commission, with privilege to 
draw against accepted and acknowledged 
orders. Men for following territories: 
(Mass. and R. I.), (Conn. and part N. Y. 
State), (Kentucky), (Minnesota and No. 
Dakota), (So. Dakota and Nebraska), 
(Wyo., Utah, Colorado, Arizona, New 
Mex., including El Paso, Tex.), (Kansas). 
Address DANIELS & TAYLOR, 
Derry, N. H. 


SALESMEN 
WANTED 


To establish nationally advertised 
line of orthopedic and conserva- 
tively stylish family line of foot- 
wear, with leading dealers in prin- 
cipal trade centers of following 
three territories: 


1. Minnesota, lowa, N. & S. Dakota 
and Nebraska. 

2. South Carolina, Georgia, Ala- 
bama and Florida. 

3. Mississippl, Loulsiana and 
Arkansas. 


Only want men who have suc- 
cessful record and with intimate 
contact with best retail buyers in 
larger cities. Send full particulars 
with application as to qualifications, 
including actual results during last 
three years. Strictly confidential. 


Address — Manager, [Educator 
Shoe Corporation of America, 225 
West 34th Street, New York, N 

















Salesmen Wanted 


The territories of New England, 
the South, the Southwest, and the 
Pacific Coast afe open for live-wire 
salesmen, who are anxious to build 
up a real business on men’s shoes, 
retailing from 96.50 to $10.00. This 
line is made by a nationally known 
manufacturer. Drawing account 
and commission basis. Only sales- 
men who have been selling men’s 
shoes in these respective _terri- 
tories will be considered. Write, 
indicating territory desired and 
references in confidence. Address 
B-185, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 








SALESMEN WANTED! 


Nationally known manufacturer of high grade 
leather slippers wants side line salesmen for 
eaca of following states: Michigan, (except 
Detroit) Eastern New York, Eastern Penn- 
sylvania, Mississippi, Illinois and Wisconsin. 
Also two salesmen for Chicago and surround- 
ing. Complete in-stock department. Substan- 
tial commissions advanced against bona fide 
orders. Address B-179, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 








SALESMEN WANTED 


Acquainted with retail shoe buyers, 
New York City and vicinity, for 
imported line English spats. 


B-191, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





Salesman Wanted—Leather 
Novelties and Soft Sole 


° A large and long-es- 
Slippers tablished company 
making children’s shoes is opening 
a leather novelty goods and soft 
sole slipper department. A _ very 
desirable opening exists for a 
salesman experienced in the sale 
or manufacture of these lines. In- 
terested parties should write to 
B-173, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. 














Salesman Wanted 


to sell well established Line of 
Stitchdowns to the Chain Stores 
and Department Stores in the 
Middle West. Must be experi- 
enced in selling this class of trade. 
Address B-184, care Boot and 
Shoe Recorder, 239 West 39th St., 
New York, N. Y. 














SALESMEN wanted for States East of Okla. 

and Texas. Stylish line Children’s and 
Misses’ Turn shoes, including covered heels. 
Address B-177, care Boot and Shoe 5 oe 
239 W. 39th St., New York City, N. Y. 





SALESMAN to carry popular-priced side line 
of cut steel and rhinestone shoe buckles. 
Address B-190, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 


ALESMEN wanted by manufacturer to sel 
a line of children’s stitchdowns, Turns, an 


Welts, priced and styled to assure volume 
ness. his is an In-Stock line.  Territ 
open—Louisiana, including New Orleans, 
sissippi, Arkansas, and Alabama. Strict 
mission basis paid semi-monthly. No obj: 
to side line. State reference and lines previ- 
ously carried. Address B-194, care Boot 
i emcee 239 W. 39th St., New 





commission arrangement. Weekly ad 
against orders. Can be carried in con f 
with other non-conflicting line. Replies t ec 
confidentially. References required. Ad 
B-192, care Boot and Shoe Recorder, 2 
39th St., New York, : # 


[ OwA, Minnesota, Wisconsin, Texas, | 


ana, Mississippi, Alabama, Georgia 


tories open. New Fall line ready Jul 


anted—Live wire salesmen for high 


specialty line women’s McKays retailing 
$4.00 to $6.00. Carried in stock in \ 
Prompt delivery on orders assured. | 


] 














Vis. 
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POSITION WANTED 


BUSINESS OPPORTUNITY 





ALESMAN covering New Jersey for the last 

15 years wants to connect with reliable 
firm. Address B-178, care Boot and Shoe 
Recorder, 239 W. 39th St., New York City, 


N. 





POSITION as buyer-manager. Ten years 
thorough retail and factory experience. 
Available July 1st. Address B-172, care Boot 

Shoe Recorder, 239 W. 39th St., New 





SHOE Store Manager wants position traveling 
or managing shoe store in foreign country. 
Fourteen years a_ salesman—also_ graduate 
‘tational Salesman’s Training Association. Com- 
pensation _to be measured according to ability. 
Address B-195, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





POSITION WANTED—Young man, single, 
age 28, six years retail and wholesale sell- 
ing, now employed, desires change. Best of 
references. Jould like to send complete infor- 
mation for your consideration. Address B-193, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





LINE WANTED 





INE WANTED—Experienced Shoe man— 

fifteen years practical retail experience and 
five years road experience—now managing shoe 
store—a tireless worker and producer. West 
Virginia preferred or will consider other good 
territory. Best of reference. Address B-176, 
care Boot and Shoe Recorder, 239 W. 39th 
St., New York, N. Y. 





FOR SALE 


ENNSYLVANIA Manufacturer of good 

grade Children’s, Misses’ and Growing 
Girls’ Welts wishes to retire—will sell as a go- 
ing business. Building, equipment and good 
will—excellent opportunity to pick up a_busi- 
ness bearing the highest reputation. Address 
WILLIAM C. CALLAHAN, 43 N. 15th St., 
Allentown, Pa. 








FOR SALE—Leased shoe dept., first, floor in 
women’s high grade specialty shop in Louls- 
ville, Ky. Best location in City. Stock, fixtures 
and lease reasonable. Address J. B. E., 3615 
West Broadway, Apt. 6, Louisville, Ky. 





FOR RENT 








FOR RENT 


Ideal space for popular price ladies’ shoes 
in long established Ready-to-Wear Shop. 
100% corner location on No. Pearl St. 
Cheap flat rental. Details by personal 
interview only. 


Woolman Bros., Albany, N. Y. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Wasy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








MERCHANTS’ NEED 








SSS 
STPEE EEE 


No. 107. Fine Rayon Silk. %-inch wide. 
Popular Colors. 


No. 103. Fine Rayon Silk. 5/16-inch 
Tubular. 


No. 207. Highest Grade Mercerized. 
Narrow Flat Tubular. Fabric Tip. 


Lincoln Store Supplies Co. 
1508 Washington Ave. 
ST. LOUIS, MO. 


Quality Service 


WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1445 








you Receive HIGHEST PRICE 
for your entire stock, odds and ends, or 


surplus lines, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 
TELEPHONES-CANAL 6874 or 0655 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 








MERCHANTS’ NEEDS 














HOTELS 




















MONTCLAIR 


49th to 50th Sts. 














S HOES—Space in leading Brooklyn depart- 
ment store to lease for ladies’ shoes. ($6 

and up) Main Floor. DEANS-MANHEIM, 

Inc., 1211 Graybar Bldg., Brooklyn, N. Y. 








MISCELLANEOUS 





RATILE SNAKE SKINS—Would like to 

get in touch with Shoe manufacturers who 
would be interested in buying snake skins. 
Box 391, Titusville, Fla. 





WANTED TO PURCHASE 


WOULD purchase a shoe store in New Eng- 
land or New York. Address E. Whitney, 
19 Madison Ave., Endicott, N. Y. 





Lexington Ave. 
NEW YORK CITY 


800 Rooms 


Each with Tub 
and Shower 


Tub and Shower 
$3 to *5 

per day 

For 2 persons 

#4 to *6 
per day 
Suites 

$8 to #12 
per day 


Special Monthly || Radio in Every Room 
and Yearly Rates 








— 
3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 
commercial centers, “~ ding shops and 
theatres nearby. 10 mines to Penn. Station. 


Grand Central Palace 
only 2 short blocks away 


3 


[Se Sees sess 




















OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


y 


Md.; Boston, Mass.; Buffalo, 
Ill.; Kansas City, Mo.; 


d, Oregon; San Francisco, Calif, 
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Always What You and ™ 

Your Customer Expect— 
Greeley Boudoirs 


Buyers have long since learned 
that a Greeley Boudoir is hon- 
estly made and _ handsomely 
styled. Your choice of 
black or colors, with 
leather or rubber heels. 
Ask your jobber and if 
he can’t supply—write to 


No More Copies of the 


Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


IN 
STOCK 


36 Pair Cases us. 


A. W. GREELEY 


12 Duncan St. - Haverhill, Mass. 


Boston office, 78 Lincoln Street 
Mr. CUTTING AND Mr. Carr 


Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. 











IE 








MERCHANTS’ NEEDS 








$39.50 


For Complete 
Set 


Consisting of 1 table 
18”, 2 tables 12° 
high and 12 shoe 
stands 12-18 and 24, 
assorted. 

Solid 
Walnut. 
Weighted Bases — 
Mi Connections 


Prite for out ¢ of Window Fabrics 
and Wi Valances 


THE HECHT § FIXTURE CO. 
233 South Wells St. CHICAGO 


American 

















~ Milbradt 
Rolling Step Ladders 

Enable you to reach your 

; a a shelves convenient- 
They er s lifetime 


Are made i any style, 
shape or size a fit any 
kind of shelvi 


Write for cones catalog 
and let us suggest the best 
ladder for your use. 

° Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 








OF N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 347 ST. NLY.C. 
aelolal <a a Ab-1 LO, F-10) e110) 





Changes at Vulcan 


CoLuMBus, OHI0.—Col. A. L. Mercer, 
president of Vulcan Corporation, an- 
nounces that C. A. Holloway, formerly 
manager of the Effingham Plant of the 
Vulcan Corporation, has been made 
production manager, supervising pro- 
duction of all Vulcan last and heel 
plants. C. E. Dowling has become 
purchasing agent for the Vulcan Cor- 
poration in connection with these 
same plants. Fred A. Collins is now 
the representative of the Effingham 
plant wood heel department of Vulcan 
Corporation. Mr. Collins will make 
his home in St. Louis and travel the 
Northwest territory. 


Dinner Honors Rand 


LITTLE Rock, ARK.—(UTPS)—An 
elaborate dinner honoring Frank C. 
Rand, head of the International Shoe 
Company, owners of the recently com- 
pleted $1,000,000 textile mill at Mal- 
vern, Ark., was held June 20 by civic 
clubs of Little Rock at the Hotel La- 
Fayette. The dinner followed the 
formal opening of the mill at Malvern. 

A large delegation from the Mal- 
vern Chamber of Commerce partici- 
pated in the program here. 


Alterations Completed 


WHITMAN, Mass.—Extensive alter- 
ations are practically completed at the 
plant of the Commonwealth Shoe & 
Leather Co. here, and gradually manu- 
facturing is being co-ordinated so that 
it can be speeded through the plant 
with the least loss of time. Heretofore 
two separated sections of the huge 
plants have been engaged in manufac- 
ture, but under the new arrangement 
production will be speedier and with 
less effort and duplication than was the 
condition heretofore: 


W. A. Saylor Dead 


Ou10.—(UTPS) — Wil- 
liam A. Saylor, a salesman for the 
Champion Shoe Machine Co. of St. 
Louis, died at his late home in Colum- 
bus June 11, after a long illness. He 
was 62 years of age and leaves his 
wife, a son and a daughter. He was 
a member of the United Commercial 
Travelers. 


COLUMBUS, 





MERCHANTS’ NEEDS 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Rol! 
Paper, etc. in Season. 
Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Brvuadway 
Betablished 19038 New York 











Wi NDOW 
DISPLAY FIXTURES 
dnade by 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 


ESTABLISHIO 


SHOE CARTONS | 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


203-271 LEXINCTON AVE , BRODKLYN.NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 





New Forsythe Store 


LOUISVILLE, Ky.—The Forsythe 
Company is to open a store in 
building formerly occupied by 
Majestic Theater, now being re! 
eled. It will probably be in oper 
by July. 
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The BACKBONE 
of the Shoe » » 


. yy as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 
supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 





brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





One end of the Crawford Shank 

is slotted and fitted around a split 

rivet so that it will slide back and 

forth as the weight of the body we ee. 

is applied and removed from the bade ane ELONGATED SOT 
foot, yielding just enough, under ; PeRMcTION NS 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 

into its original position. 


UAC 
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Boot and Shoe Recorder 


Serves in 
Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boot anp SHoE REconvER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


SHOE RETAILING SHOWS SLIGHT 
PROFIT INCREASE . 
More Turnover; Same Mark-ups; 
Less Expense. 

THE MAN WHO ForGOT To WALK... 


KEEPING FEET HEALTHY 
An Opportunity for Retailers. 


THE VOICE OF THE RECORDER 


SOUTHERN TEXAS BECOMES APOSTLE 
OF MODERNISM . 
A Striking New Houston Store. 


Put Pep IN YOUR SUMMER SALES... 
Advertising and Merchandising 
Advice. 


O. P. I. (OTHER PEOPLE’S IDEAS) .. 


The Group Figures 


The Change in Feet 
The Merchants’ Part 


Opinions of the Editor 
Krupp & Tuffly . 


By W. A. Connell 


By Harry R. Terhune 


SHOULD CuT PRICE SALES BE ABOL- 
By R. L. Prather 


ILLINOIS RECEPTIVE TO REGIONAL ’ 
At Springfield Convention 


For Style Show in July 
By Helen M. Haney 


ON TO BosTon 


WHO’s WHO ON THE ROAD 
News of the Travelers. 


SHOE MERCHANT NEWS 
SHOE MARKET NEWS 
OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


BooT AND SHOE RECORDER PUBLISHING Co. 
239 WEST 39TH STREET, NEW YORK 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Treasurer 


Vice-Presidents 
H. WALTER SCOTT 





GEORGE W. R. HILL 
* Secretary 
ARTHUR D. ANDERSON 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 
HuGH M. Bowen 
CHARLES H, FuURBER 
L. F. DuTron 


SUBSCRIPTION RATES 
The subscription price of the Boor anp SHop Recorpsr is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


4 request for change of addrees must reach us at least thirty days before the date of issue 

with which it i to effect. Duplicate copies cannot be sent to replace those undelivered 

through failure to send advance notice. With your new address be sure aleo to send us 
the old one, inclosing if tble your address label from a recent copy. 


Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the aet of 
March 3, 1879. 


P. M. FAHRENDORF 


A. C. PEARSON 
R. L. SEwarD 


Owmgn A, THOMAS 
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Member, Associated Business Papers, Inc. 
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ILLIONS of dollars are squan- 

dered every year through errors 
of judgment in buying and selling. The 
buyer guesses wrong because of lack 
of organized knowledge of the place 
and purpose of his selections. Alone 
in his store he cannot get the picture. 
He can get a better perspective by 
going to market with his fellow mer- 
chants—there to compare and consult. 
Travel broadens minds as well as busi- 
nesses. 

In our June 29 issue we make an ef- 
fort to measure economic forces in re- 
lation to fashion fancies and so to ar- 
range that information that the buyer, 
when he comes to market, has organized 
knowledge, helpful in the buying and 
selling of shoes at a profit. 

The growing habit of taking to 
market not only the head of the house, 
but the junior members of the staff, 
is one of the encouraging features of 
the future. Read this issue—then plan 
to step out of your shops and offices in 
July and see for yourself. 
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VULCO-UNIT BOX TOES 


Constantly perfected and improved .. - have always met... even 


anticipated Cy cry requirement _,. as the shoe industry has progressed 


tO its yresent high atauale yment. 
Pe) 


Lhe Genuine Vulco-Unit Box Toe 1s Made and Sold Only By 
BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes tn the World NG 


STATLER BUILDING, BOSTON 
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